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TEAM Pressure 

cooking is some- 
thing that will be 
understood by every- 
one within a very 
short time. It is the 
coming new method 
of preparing meals. 
Get in on the ground 
floor. Read “Why 
Women Buy Steam 
Pressure Cookers.” 
Page 565. 


HREE more con- 
ventions faith- 
fully reported this 
week. Iowa with 
important speakers, 
South Dakota with 
new ideas and Vir- 
ginia with a fighting 
spirit of optimism 
are all here. Pages 
58, 62 and 66. 


ERD is an enter- 
taining story 
that may help you 
straighten out the 
present day tangle. 
It’s all about a hard- 
ware man that didn’t 
know his _ stock. 
“Abner Quits His 
Bluffing” is on page 
60. 
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In This Issue 


Special Features 


Why Women Buy Steam Pressure Cookers. By Lucile 
MacNaughton 

Important Speakers Heard at Iowa 

Abner Quits His Bluffing. By F. E. Brimmer 

South Dakota Urges Group Meetings 

“Welcome to West Plains, Missouri” 

The Big White Sale in a Hardware Store 

Virginia’s Optimistic Spirit Shown : 

Show Card Writing for the Beginner. By Joseph Ber- 
tram Jowitt 

Brooklyn Officers Are Re-elected 

Philadelphia Holds Annual Meeting 

Navigating the Business Seas. By A. K. Trout 


Regular Departments 


Editorial Comment 

Washington Letter 

Publicity for the Retailer 

Market Reports on Trade Conditions of Hardware, 
Steel and Iron ....... 

New Goods and Novelties 


Motor Accessories 
Notes of the Retail Hardware Trade 


Current News and Miscellaneous 


Drastic Action Proposed 
Coming Hardware Conventions . 


EVER hear of a 

“White Sale” in 
a hardware store? 
It’s a great idea and 
down in Greensboro, 
N. C., Odell’s put 
over a great enamel- 
ed ware sale in this 
way. Read page 65. 


x 


OWITT shows you 
how to write 
ecards for every de- 
partment in this 
issue. This wizard 
of the brush has 
more ideas than 
Carter has pills. 
This week is partic- 
ularly excellent. It’s 
on page 68. , 


ANP our old friend 

Al Trout is telling 
the traveling sales- 
men and the retailers 
alike to “Shove Off— 
Go Somewhere.” It’s 
great advice and acts 
like a spring tonic on 
a lazy business liver. 
Page 79. 
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Prepare for Increased 
Building Activity 
The thousands of automobiles bought during 
the winter will be delivered during the next 


few months. These new auto owners are now 
planning their garages. 


Snap up this extra business. Get them inter- 
ested in the National line. Devote a portion 
of your newspaper advertising space to this 
purpose. We'll send you the necessary elec- 
tros free of charge. 


Distribute our sales literature to prospective 
purchasers at every opportunity. Get thor- 
oughly familiar with National Garage Hard- 
ware yourself. Keep full stocks at all times. 
There’s lots of business to be had if you'll go 
after it. 


The set here shown is the National No. 801, a 
very popular set which sells readily to all who 
desire to swing their doors on hinges. Recom- 
mend it and emphasize its many salient sales 
features. 


Our catalog explains them all thoroughly. Have you a 


copy in your file for ready reference? If not, send for 
one today. 


National Mfg. Company 


Sterling, Illinois 
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Why Women Buy Steam Pressure Cookers 

















Here Is an Article That Has Many Convincing 
Points in Its Favor and Demonstrations Will 
Win Over the Most Obdurate Woman in Town 


F the steam pressure cookers were 
not one of the modern miracle 
workers of a scientific age, would 

they ever have found their way to 
far-off China, from the home of the 
manufacturer in the Middle West? 
It is a strange but true story, al- 
together possible, as you see by the 
accompanying photograph, but Dr. 
William Hardy Moore, a medical mis- 
sionary located in the mountains in 
West China, discovered what a won- 
derful advantage a steam pressure 
cooker would be to him and his fam- 
ily, and when he returned to China 
after a trip home to the States he 
ordered eight of them sent to him. 





By LUCILE MACNAUGHTON 


Four were packed to a box, and 
the two boxes were sent by freight 
to San Francisco from where they 
were carried by steamer to Hankow, 
China, then by river steamer for 
seven days up the Yang-tse River, 
where they were transshipped on the 
local railroad for several days into 
the interior. At the rail head they 
were taken by bearers, and a journey 
of 44 days on foot was commenced 
which carried them into the moun- 
tains, where they ultimately arrived 
at Batang, in Western China. 

An altitude of over 10,000 feet 
above sea level, at which*point it is 
almost impossible to can fruits or 
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vegetables, made it necessary for the 
American residents in this far-off 
country to resort to the very latest 
modern methods, not only in the 
preparation of food for use during 
the winter months, but in its daily 
preparation as well. 


Quick Cooking by Pressure 


The peculiarity of 2 steam pressure 
cooker is that an entire meal may be 
prepared in thirty minutes. This is 
a very important factor in the lives 
of busy people, surrounded by na- 
tives who do not understand Ameri- 
can ways, even though the Chinese 
labor is cheap. 





56 


Time is such an important factor 
and the Americans would have to 
spend a great deal of their time cook- 
ing or else depend upon the Chinese. 
As they do not like to do this and 
prefer the foods cooked in their own 
way, they take a great deal of satis- 
faction and enjoyment in the use of 
the steam pressure cookers. 

The steam pressure cooker has 
been brought to a point of perfection 
by an intensive study during the past 
five years. It is so widely known 
that it is used in a great many for- 
eign countries, among which are 
Japan, China, India, South Africa, 
British East Africa, Egypt and all 
the western countries of Europe. 
Prof. Franz P. Lund and several as- 
sistants were sent by the United 
States Department of Agriculture, 
upon request of the French Govern- 
ment, to show the people in the vari- 
ous Provinces of France how steam 
pressure cooking and canning is done 
in, the United States. This commis- 
sion was thoroughly equipped with 
the steam pressure cookers and 
toured France, Belgium, Luxemburg 
and Holland, giving démonstrations 
at all of the leading centers, where 
teachers and instructors could, be as- 
sembled. 

As usual, in putting a compara- 
tively new object before the public, 
the Bunting Hardware Store of Kan- 
sas City, which recently installed 
‘steam pressure cookers, finds it ex- 
cellent business to start with a dem- 
onstration. 

It is familiarly known that foods, 
while they will boil at a high alti- 
tude, will not cook through for hours. 
The reason for this is that the boil- 
ing point of water at 10,000 feet 
above sea level is 193 degrees Fahr- 
enheit, and that the boiling point at 
sea level is 212 degrees Fahrenheit, 
ana it is therefore extremely difficult 
to get an adequate temperature for 
cooking foods in mountainous regions 
without a steam pressure cooker. 


The Difference in Altitudes 


Those who live in the Middle West 
and spend their summers in the 
Rocky Mountains are familiar with 
the length of time it takes to boil an 
egg, and how it is almost impossible 
to get a potato soft enough to eat, 
so that people living in those high 
altitudes are forced to subsist upon 
baked foods almost entirely. 

It is readily seen how very great 
an advantage a steam pressure cooker 
would be for them, as it would en- 
able them to can fruits, vegetables 
and meats, besides preparing food 
for daily consumption. 

The steam pressure cooker should 
never be confused with a fireless 
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cooker, although it can very readily 
be made into one. The greatest thing 
that can be said in favor of the pres- 
sure cooker is the vast amount of 
time it saves, the next is the amount 
of fuel that is saved, and then an- 
other wonderful thing about it is the 
food saving, for cheap cuts of meat 
may be easily cooked, canned and 
saved. 

Imagine what a joy this cooker is 
to the housewife, who formerly spent 
long, long hours and used quantities 
of fuel in preparing a pot of baked 
beans for her family. ° 

Three dishes may be prepared at 
once in the inset pans, made to fit 
each cooker. Still more food may 
be prepared by doubling up the quan- 
tities in each pan, as a roast and po- 
tatoes may be cooked in the same 














ENTIRE MEAL COOKED IN THIRTY MINUTES 

cP) in the 
ed National Steam 
Pressure Cooker 


M\ Meat, vegetables and dessert may be pre 
pared at one time, on one burner over a 
low flame. Foods require no attention, 
cannot stick, scorch or burn, and flavors | 
do not blend. 
Come jn Today and See Our 
Expert Demonstration 
a 










The One Minute G2,@4 
Electric Washer 


may be sent to your 
home for 


$10 Cash 
And it will wash, wring 
and rinse by electricity 

Priced Frory $99 
to $151 






Bh Vo 
farn Money by Raising Chickens 
You can save,money with the 
Buckeye Incubator 

as good hatches are ‘assured 


One-third Down, Balance 
.Monthly 


EIO-12-14 WAINUT ST. ———_ 


Making capital of the fact that an en- 
tire meal can be cooked in thirty min- 
utes ' 











pan, then another vegetable in an- 
other pan and dessert in still another 
pan. 

The demonstration recently held in 
the Bunting store was a great suc- 
cess. The women who attended were 
open-mouthed with curiosity when 
the demonstrator prepared a dinner 
of meat, potatoes, onions and custard 
—of which the chief ingredients 
were, of course, milk and eggs—and 
cooked it all at the samé time. They 
could not understand why the custard 
would not be tainted with onion, and 
were so eager to taste the custard 
when it was taken from the cooker 
at the end of the allotted time that 
they almost burned their tongues. 


“The Taint that Ain’t” 


It really was quite funny to see 
them turn one to the other and hear 
them say: 


“No, I don’t taste any 
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onion on any of the other foods.” 

The reason for this is that the oil 
in foods which contain the flavor is 
cooked in and not steamed out, and, 
therefore, cannot possibly mingle 
with the flavors of other foods. 

The steam pressure cooker is very 
simple to operate. It is safe to use 
and guaranteed to do all that the 
manufacturers claim. Steam is gen- 
erated in the bottom of the cooker by 
placing a small quantity of water in 
the bottom of the vessel—about one 
inch in depth will be sufficient, or 
enough to cover the perforated plat- 
form, which is first placed in the bot- 
tom of the cooker. The lid must be 
placed in position, then fastened 
down with the bolt and wing nuts, 
screwing each one gradually in ro- 
tation until it is steam tight. After 
setting the cooker over the fire, open 
the pet cock wide in order to let out 
the air as the steam pressure rises. 

When live steam begins to issue 
from the pet cock, which with a good 
fire should be in about five minutes, 
close it. If properly fastened, no 
steam should issue from the edge of 
the- cooker. The dial should be 
watched occasionally, and when the 
fifteen pounds pressure required has 
been reached the safety valve should 
be adjusted to release excess steam 
pressure. The foods in the contain- 
ers should then be steamed for the 
amount of time called for in the 
recipe. The flame of the stove should 
be turned low to keep the pressure 
at fifteen pounds, or if one is using 
a coal or wood stove the cooker may 
be moved to the back of the stove. 

One should never open the cooker 
without first releasing all the steam 
by opening the pet cock and safety 
valve. The flame is often turned very 
low and yet the pressure is main- 
tained, proving that the cooker is a 
great saver of gas and other fuels. 


Pushing the Demonstration 


As the demonstration at Bunting’s 
was held at the season of the year 
that is always considered dull, ad- 
vertising in the newspapers announc- 
ing it was supplemented by telephone 
calls. A list of twenty-five or more 
names of people whom the store con- 
sidered good prospects were called on 
the phone each day and invited to 
come in at a certain specified hour. 
This kept the crowds pretty well dis- 
tributed and. made a nice-sized group 
for the demonstrator to handle. 

The demonstration was so success- 
ful that the store has decided to hold 
a demonstration every three or four 
weeks on this one line of merchan- 
dise alone. 

The steam pressure cooker is valu- 
able not only for the saving of time, 
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Steam pressure cookers brought into the heart of China for a medical missionary 


heat and food values in the daily life 
but for the great canning possibili- 
ties. 

Meats which are cheaper in the 
winter, harder to obtain and more 
difficult to keep in the summer time 
are readily preserved by the use of 
the steam pressure cooker and stored 
away for use in the lean months. 

In the midwinter great quantities 
of fresh beef and pork are prepared 
for home consumption by the farmer, 
and the greatest difficulty that the 
farmer has is in keeping this meat. 

With a steam pressure cooker, all 
kinds of meat, fish, game and fowl 
may be quickly, safely and easily 
canned and stored for future use. In 
canning meat it is recommended that 
in practically all cases meats should 
be seared or braised before being 
placed in the cooker, as this seals up 
the pores of the meat, retains the 


jufees and greatly improves the 
flavor. 

For vegetables the cooker is in- 
valuable, as such a high pressure is 
required to destroy the germs which 
cause spoilage that canning by the 
wash boiler or any other of the cold 
pack methods requires hours of time. 
Blanching and sterilizing, which by 
the old methods required three and 
four hours, has been reduced to a 
minimum, and takes but 15 or 20 
minutes under steam pressure. The 
method used is that of the commer- 
cial packers, which has been the envy 
of the home canner for years. With 
this steam pressure cooker the good 
color of the fruit or vegetables is 
maintained, the delicate flavor is pre- 
served, a good, firm, solid pack is 
secured and there is no shrinkage. 
Any style of glass or tin cans can 
be used successfully with this cooker. 


The tomato is more largely canned 
than any other vegetable and is now 
being very largely cultivated for that 
purpose. It is the most economical 
of canned foods, and is often called 
the poor man’s meat. Second in pop- 
ularity is canned corn, a product 
which is little used outside of 
America. 

Peas are third in importance 
among the canned food staples. Un- 
til recent years they were not canned 
so much in this country, but were im- 
ported from France and were con- 
sidered a great luxury. Now with 
the advent of steam pressure cook- 
ing and canning it is possible not 
only to secure a beautiful pack of 
canned peas, but it is possible for the 
home canner or housewife to pro- 
duce as palatable a product as the 
commercial canner. 

















There were eight complete outfits altogether, 


and the natives were awe stricken when they saw them in operation 








Important Speakers Heard in lowa 


J. B. McCarroll, Ottumwa, Elected President, 
for Coming Year—J. M. Campbell Speaks on Re- 
tail Store Merchandising and Others Are Heard 


PENING Washington’s Birth; 

day, Feb. 22, at Des Moines, 

the Iowa Retail Hardware 
Association 1921 convention sought 
the light of truth and found it a 
bright beacon of encouraging busi- 
ness prospects. The face of the im- 
mortal first President, who “could 
not tell a lie,” was the convention 
badge. In all sessions there was a 
frank and unbiased analysis of 





F. B. Lomas, Cresco, retiring president 


problems and methods that revealed 
that most important essential—the 
truth. 

More than a thousand progressive 
Iowa hardware men are back at 
their business posts better equipped 
to master difficulties and to “for- 
ward march” because the 
convention helped them 
to sift rumor’ from 
fact, fear from confidence, 
and “guess so” from 
“know so.” 

President F. B. Lomas, 
Cresco, welded the vari- 
ous programs into a post- 
graduate course in retail 
merchandising. His for- 
mal address and _inci- 
dental remarks were lucid 
and aided all to get the 
“milk out of the cocoa- 
nut.” All sessions were 
well attended and well 
worth attending. Regis- 


tration surpassed all previous years 
and the practical benefits obtained 
by those present were of incalculable 
worth. 

Mr. Lomas’ long service and able 
leadership were recognized by the 
gift of a handsome and especially 
designed association pin. In his 
formal address he championed the 
place and upheld the importance of 
the retailer in the scheme of distri- 
bution. He challenged the dealer 
to assume his full part in the read- 
justment period. He said: 

“The big burden of business re- 
construction lies with the large 
manufacturers and the heads of 
financial institutions, but remem- 
ber, the retailer has his part in 
creating confidence, first in himself 
and then by passing it on to his 
community.” He developed the im- 
portant place of turnover in mer- 
chandising and said: 

“In doing business on a declining 
market we can make our business pay 
only by speeding up turnover. What 
we may lose in volume we can over- 
come by faster turning of our 
stocks. Yes, we should buy lightly, 
but it is equally important to buy 
often. We must base our prices on 
market value, and it is of para- 
mount importance not to be out of 
the things our customers want and 
need.” 


Harrington’s Able Talk 
Answering the question, ‘““‘What Is 
Ahead of Us in Business?” with in- 
disputable facts, H. W. Harrington, 
Moline, Ill., gave one of the big ad- 





“Bill” Miller, J. M. Campbell and “Bizzy” Jaeger 
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dresses of the Iowa convention. He 
asked dealers who did not believe 
the country had gone to the “bow- 
wows” to rise, and the delegates 
arose en masse. He said: 

“Then if we are agreed that we 
have not gone smashed, ‘it is purely 
a question of analysis and a correct 
understanding of the situation. 
These times are a challenge to real 

















A. R. Sale, Mason City, secretary 


salesmanship, a quality which went 
into the discard during the war, but 
which must again be fully utilized. 
Business is not bad. It is less than 
at the war peak, but it is more than 
at the pre-war level. Less general 
volume need not mean less volume 
for you or me if we prop- 
erly increase our efforts 
to get sales.”” Added lines, 
better advertising and 
more advertising and a 
renewed aggressiveness 
were recommended as 
means of enjoying busi- 
ness growth. 

Ably led by L. C. Ab- 
bott, an experienced and 
successful dealer, who was 
splendidly assisted by E. 
M. Healey, vice-president 
of the N. R. H. A., and 
E. C. Haas, the energetic 
field secretary of the Iowa 
organization, the question 
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C. A. Knutson, Clear Lake, elected 
vice-president 


box discussions were full and over- 
flowing with wisdom and usable in- 
formation. In number and character 
of the remarks made the feature was 
more generally helpful than in most 
State programs. 

Some opinions expressed by dele- 
gates just before his formal ad- 
dress caused E. G. Weir 
to cut short his formal 
address and to devote an 
inspiring half hour to an 
exhortation to view the 
business highway ahead 
as a road that was pleas- 
ant and profitable’ to 
travel. He said, in part: 

“1921 is going to be a 
great year to kill off 
quitters. The merchant 
who gives. up or shakes 
his head with doubt. is 
going to drop by the way- 
side and he is going to lie 
there, too. No one will 
be concerned enough to 
pick him up. The man 
who keeps his feet under him and 
keeps going will scale the heights 
of achievement. 1921 will be the 
year of opportunity for the optimist 
and it will be the year of failure, 
just as it always has been, for the 
pessimist. 

“Conditions may not be ideal. But 
that is not a signal to quit. It is 
a challenge to try the harder. Are 
any of you starving? I am ashamed 
to ask you the proportion of auto- 
mobiles owned in Iowa. Is there 
any other country you would rather 
be doing business in? When con- 
ditions are complicated the thinker 
and doer does not complain. He 
thinks and he acts and he makes 
progress. 


Don’t Wait—Do Things 


“Waiting to see what is going to 
happen is a slow-eating but sure- 
death cancer. Why pass the buck 
to the jobber and have him pass it 
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to the manufacturer, and let the 
manufacturer pass it on to labor 
costs, and then have the laborer at- 
tack the retailer for high prices? 
Quit growling. Get over your bil- 
iousness and get actively busy on 
your problems. You are wasting 
time if you try to correct conditions 
not within your control, but if there 
is anything you can do to make your 
store a more aggressive and more 
efficient business house, then do it. 
That kind of effort will get results 
for you. 

“We can look too long at the hole 
in the doughnut. Because there is 
a rut in the road, do we stop driv- 
ing, or do we go around or over 
the rut and enjoy the long, level 
pathway ahead? Business pros- 
pects are fine. There are increas- 
ing chances. There is a broad, big 


road ahead in business and all we 
have to do to enjoy it is to keep 
going.” 

The exhibition of new and stand- 





L. C. Abbott, Marshalltown, and G. T. Gadd, Cedar Rapids 


ard hardware merchandise at the 
Coliseum possessed the qualities of 
attractive booth and display ar- 
rangements, wide variety and intel- 
ligent explanation by experf and en- 
thusiastic representatives. C. T. 
Gadd, chairman, faithfully aided by 
a committee of nine, made the show 
feature an outstanding success. 
There were about 200 exhibitors, 
and many lines shown at no other 
State convention in the Middle West 
were represented. The interest in 
the exhibit and the sales made were 
very gratifying to the exhibitors. 
There was a steady stream of “shop- 
pers” and a pleasing proportion of 
buyers. 

J. M. Campbell, Bowling Green, 
Mo., ex-national president, gave an 
enthusiastic talk on merchandising 
methods. Some of the pertinent 
points were: 
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“Have a story on window cards 
about the things in your windows. 
And always tell the price. I 
trimmed two windows, one with 
prices and one without, and the one 
without had the better trim and was 
the larger window, but I sold more 
goods from the smaller and less 
ably arranged window because that 
one had prices. 

“Get the 10c. and 25c. articles out 
on tables. You have 1200 such items 
in your store. You can do a big 
business with them if you’ll give 
them a chance. 

“Look at your business from the 
outside in and not so much from the 
inside out. Get the customers’ view- 
point. Put an x-ray on yourself and 
your methods and your store and 
see if you are fit to live. 

“Be neighborly with the custom- 
ers and be neighborly with your em- 
ployees. Make friends with them 
and they will be friendly with you. 
Get really interested in them before 
you can expect them to be 
really interested in you and 
your business.” 

“How is your equip- 
ment?” is the pertinent 
question asked and dis- 
cussed by Stephen W. Gil- 
man, head of the depart- 
ment of business adminis- 
tration, University of Wis- 
consin, in an uplifting ad- 
dress.. Professor Gilman is 
a practical business man, 
having served many years 
as a high executive with 
some of the leading busi- 
ness _ corporations. He 
possesses an idealism that 
is inspiring. He urged 
young men and women to associate 
with people of standing and judg- 
ment. He said that to every person 
comes an opportunity that they 
can measure up to if their equip- 
ment is right. 

(Continued on page 67) 








A. R. Sale, secretary, and J. B. Me- 
Carroll, Ottumwa, elected president 
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BNER BROWN, local hardware 
A man of Westclox, blew his fin- 
gers and hastily looked over 
first one shoulder and then the other. 
He was humped over in front of his 
own front door vainly trying to get 
in. 
He didn’t have the key to the door. 
But this was not necessary. It was 
one of those new keyless locks, you 
know. Brown & Co. had installed 
this lock on the door to advertise. 
And here the advertiser of keyless 
locks was fumbling in the cold March 
blasts to let himself into his own 
store. 

One might have supposed that some 
clerk would have come ahead of the 
boss and so had the door unlocked 
Brown’s clerks didn’t seem to be of 
the early-worm kind. They let the 
Ol’ Man get things limbered up morn- 
ings. 

Down the street came Cyrus Gard- 
ner, farm Croesus of the countryside. 
“Mornin’, Ab. Nice day for wind- 
mills! Say, I see yuh got some new- 
fandangled locks what have no keys. 
I want to see one. If it’s any good 
I’m going to buy thirty-two of them 
so’s my hired help won’t be locked 
out so much.” 

The hardware dealer stood with his 
back to the door and blew his blue 
fingers again. “Uh-huh. These key- 
less locks won first prize at the Pan- 
ama-Pacific Exposition and they have 
been given gold medals by almost 
every State Safety Commission. 
Good thing. Mighty handy, too.” 
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Abner blew his fingers again. 

Cyrus Gardner pulled his fur collar 
up around his ears a little better, 
hitched from one foot to the other, 
and revolved his huge bulk until his 
back was to the wind. 

Talking Against Time 

“We got keyless locks for your 
barns, your henhouses, your home, 
your drawers, your doors, your win- 
dows, your gates and your automo- 
biles,’” shouted Brown. He could 
hardly make himself heard for the 
breeze that was screaming up the 
street. 

Farmer Gardner was in just a lit- 
tle hurry. He was a little uneasy. 
He looked through the windows into 
the spick-span interior of Brown & 
Co.’s, Inc., and began to beat his sides 
with his fur mittens. 

“You ought to get a keyless lock 
for. Pe 

“What say?” yelled Cyrus. ‘Let’s 
get inside! What in heck we stand- 
in’ out here for?” 

Brown turned half about, as if to 
enter. His movement was simply one 
to kill time. He had been doihg some 
rapid mental permutations for the 
last five minutes. His movement al- 
lowed Gardner to spy the keyless lock. 
“Ho-ho! I see you use ’em. Must 
be pretty good locks. Do they sure 
keep folks out?” 

Brown got a happy thought and 
he actually forced his cold features 
into a smile. “I’ll give you half a 
dozen locks if you’ll unlock that 
door!” 

Cyrus began to turn and push and 
pull and squint. That was just what 
Brown wanted. He took a good look 
upstreet and another downstreet. 
None of his clerks were in sight. He 
looked at his watch. It was eight- 
thirty. 

“Can’t budge ’er!” shouted Gard- 
ner, drawing on his warm fur mit- 
ten. ‘“Let’s see how she works.” If 
the clatter of windows and scream 
of the gale had not drowned it out, 
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Abner Quits 


His Bluffine 


Gardner would have heard a groan 
that escaped from the lock seller’s 
lips. 

The Salesman to the Rescue 


Just then a bustling young upstart 
hove into sight, clinging wildly to 
his hat with one hand and holding his 
coat closer with the other. He 
hardly noticed the two men in front 
of the store. In a jiffy he twirled 
this and pushed that and the front 
door of Brown & Co., Inc., was wide 
open. 

Gardner was rushed in and hurried 
to the warm steam radiator. They 
say, when women talk to women, that 
the way to a man’s stomach is by his 
heart. Or is it the other way about? 
Well, when a well-to-do farmer has 
just arrived after a five-mile ride in 
a March gale you try keeping him in 
front of a lock that stands between 
his anatomy and warmth and then at 
just the psychological moment let 
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him in (or have your salesman) and 
push him on top of a warm place. 
“Don’t need to show me none of 
them locks,” laughed Cyrus with glee. 
“Pack me up three dozen while I git 
warm.” He slapped his knees. “If 
that salesman of yourn can unlock one 
so darned fast I guess my hired help 
can,” he called over his shoulder. 
Brown thanked his lucky stars that 
his tardy clerk had come along to let 
him: in and rang up the cash register 
for a $75 cash sale to begin the day. 
Just then Phil Board, the master 
carpenter of the town, slammed the 
front door and stamped his feet clean 
of snow. Brown had sent his sales- 
man to the post office and so he hur- 
ried to see what Board wanted. He 
asked for a dado plane. Brown & Co., 
Inc., prided itself on carrying a full 
line of carpenter tools, and Abner 
began to fumble and dig. In ten min- 
utes he had brought to the full light 
of day every kind of a plane from a 
jack plane to a knuckle joint block 
plane, iron planes, wooden planes, 
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little plames and big. But no dado. 
Phil Leaves the Store 

“Sorry,” announced Phil Board, “I 
got to git to the Brewsters and see 
that my helpers are doing the job 
right. Big remodeling job, yuh 
know. S’ long.” 

In five minutes there was a rap at 
the back door. Brown let in the 
youthful errand boy of his nearest 
rival neighbor. He wanted to take a 
dado plane overquick. There was a 
customer wanted one and Sithson 
Hardware didn’t carry any such 
specials. Mr. Sithson wanted to 
have Mr. Brown send one over right 
away. 

“Got any dado planes?” Brown 
asked a “slim jim” that had just ar- 
rived. This newcomer looked sleepy 
and as if it was sure the morning 
after the night before, but without 
a word he pulled out a drawer right 





under Brown’s nose and produced the 
dado. 

This tool went from Brown & Co., 
Inc., via the rear door, into the rear 
door of Sithson Hardware emporium 
and was soon the personal chattel of 
one Phil Board. The master carpen- 
ter put in an order for $35 worth of 
stuff to be delivered at the Brewsters, 
where he was putting on the “big 
job.” 

One day, a week later, there came 
into Brown’s store a well-dressed man 
that was instantly recognized as a 
Bon-ton of the town. He was none 
other than Jack Mersereau, big-game 
hunter of the world. He boasted that 
he had shot game on every continent. 
Would Mr. Brown show him a Rem- 
ington autoloading .35-caliber high- 
power rifle? 

Brown would do just that thing. 
He stepped to the case with alacrity. 
There were several rows of neatly 
displayed shotguns and rifles. The 
proprietor of Brown & Co., Inc., smil- 
ingly seized a pump-action rifle and 
thrust it into the big-game hunter’s 
hands. Great was his surprise when 
Mersereau condescendingly forced a 
smile and politely informed Brown 
that he had said an autoloading gun. 

“You mean a self-loader!” bluffed 
Brown, as if in correction. 

“Yes, call it self-loader or auto- 
loader. Doesn’t matter,” replied the 
shooter, 
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Abner Has to Stall 


Brown took his time. He stalled a 
bit. “Ever see this new telescoping 
cleaning rod, Mr. Mersereau?” With 
that, he put this new article, which 
he happened to know about, into his 
customer’s hand. Then he began over 
again his wild search for an auto- 
loader. Presently he had it. 

“Here you are, Mersereau!” Not 
a Remington autoloader had left the 
case, as the skilled firearm user could 
plainly see. 

“That’s a lever-action repeater!’ 
Brown’s jaw dropped. Whereupon 
Mersereau waltzed back of the 
counter and himself picked up the 
arm he was after. There were three 
of the same type. He gave it a hasty 
examination and decided he didn’t 
want to buy it just then. 

Mersereau sauntered across the 
street, and in half an hour his chauf- 
feur carried out a package that 
Brown noticed looked a good deal the 
size, shape and general appearance of 
a gun. That noon he heard Sithson 
bragging about the sale of an auto- 
loader to the big-game hunter. 

All of which, with many other 
things, set Brown to thinking. He 
was sure he displayed his goods well. 
His salesmen might be tardy in the 
morning, but they knew more about 
the store than he himself— 

It came to him like a bolt from the 
blue! 

Had he been bluffing? 
eyes were opened. He had been bluff- 
ing himself worse than anybody else, 
if he had. 


Brown Begins to Understand 
Brown sat in his office blowing col- 
umns of smoke toward the ceiling 
until 3 o’clock in the morning. He 
had been asleep, he told himself. He 


had been doped. He was coming to 
himself! He went over his past 


Well, his- 
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record as a merchant. Somehow he 
had got just so far and no farther. 

What was the matter? Perhaps 
he didn’t know quite enough about 
the details of his business. He knew 
he was good on laying out general 
plans and selling campaigns. But the 
details. Dog-gone’em! They haunted 
him. That was his trouble. 

Brown’s salesmen wondered when 
the boss quietly, but firmly, informed 
them that they would be docked a 
cent a minute for every sixty seconds 
they came tardy. He surprised them 
more when he began with great en- 
ergy a stock inventory in May. He 
surprised them most when he de- 
manded intimate and first-hand 
knowledge of about a thousand ar- 
ticles that he had been selling and 
never been fully acquainted with. 

The proprietor of Brown & Co., 
Inc., who had never shown more than 
lukewarm interest in the visits of 
salesmen and demonstrators sud- 
denly began personally to demon- 
strate. He had been a wizard at se- 
lecting his wares from the whole- 
saler all the time. But he couldn’t 
turn around and make people buy 
from his displays. 

To-day this same man has a chain 
of ten big stores and a number of 
the best salesmen on the road for his 
lines. : 

Because he quit bluffing those lit- 
tle, tiny details. 


MR, BROWN GET ACQUAINTED WITH 
YOUR OWN Business . 








South Dakota Urges Group Meetings 


Successful Convention of Association Ends After 
Many Interesting Questions Are Thoroughly Dis- 
cussed—Whitfield of Sioux Falls New President 


the South Dakota Retail 

Hardware Dealers’ Associa- 
tion was held at Sioux Falls, S. D., 
Feb. 22, 23, 24 and 25, the record 
for last year being far surpassed. 
The exhibits were exceptionally 
fine and the attendance of the deal- 
ers making a high record. The en- 
tire State was well represented, the 
registration reaching 278, and in 
addition to this number there were 
in many cases two or more repre- 
sentatives from one firm. 


‘ BIGGER, better convention of 

















R. O. Bacon, retiring president 


The business sessions were held 
in one of the rooms in the Coliseum 
on the floor above the exhibits. The 
story of these sessions is one of 
continuous interest on the part of 
the dealers, and it was particularly 
noted that note books and pencils 
were in constant use, the informa- 
tion gathered being taken home for 
future use and further study. The 
entire program was designed to 
grive the utmost in the way of profit- 
able information in the shortest pos- 
sible time. As it was, many of those 
in attendance were reluctant to 
close the sessions when the time 
arrived for that action. 

The reports of the officers of the 
association were particularly well 
received, and it was with a distinct 
feeling of satisfaction.at the growth 


of the organization that they were 
received by the members of the as- 
sociation and put on record. Secre- 
tary Roberts was freely commended 
for the excellent showing he and 
his office organization had been able 
to make in the affairs of the asso- 
ciation for the year 1920. As a 
mark of his ambition for the asso- 
ciation, the slogan, “500 members” 
has been adopted for the year 1921. 
If the gain for this year is in pro- 
portion to: that of last, the record 
will be attained with comparative 
ease. 


The Value of Group Meetings 


Group meetings for this year are 
again to be a feature of the activi- 
ties of the association, and the bene- 
fits to be gained from them received 
hearty praise from the dealers who 
were fortunate enough to attend 
them last year. It is believed that 
in this way the message of the 
benefits of the organization can be 
carried to the hardware dealers 
who are not numbered among those 
who are receiving those benefits. 
The 33 1/3 per cent increase in the 
membership the past year is in a 
great measure traceable to these 
meetings. 

As an added convenience to these 
at the convention, lunches were 
served in one of the upper rooms of 
the Coliseum at all times of the day 
by the local chapter of the Women’s 
Alliance. The evenings were en- 
livened by music of a local orches- 
tra, and every business session was 
opened by a community sing. 

As the opening day was Washing- 
ton’s birthday, a special program 
was introduced in the form of songs 
and an address by Rev. L. W. 
Fifield on the subjeet. -Many ex- 
pressions of praise for the fine way 
the subject was handled were héard 
through the entire time of the con- 
vention. He brought out particu- 
larly the thought that it was faith 
in himself, in his country and in 
God that enabled him to bring the 
American troops through to victory 
in the face of almost insurmount- 
able difficulties, and that the same 
faith was a very necessary adjunct 
to the correct solution of the pres- 
ent day problems. 
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The regular annual entertain- 
ment given the evening of Feb. 23 
offered to the members of the asso- 
ciation by the Salesmen’s Club, was 
given at White’s Café, the entire 
building being given over to the 
crowd. D. L. Hood was master of 
ceremonies, and the numbers on the 
program were well given and warm- 


ly received. Refreshments and 
dancing were enjoyed and the 
evening extended over into the 


small hours of the next day. 
The afternoon of the first day 

















E. W. Whitfield, Sioux Falls, elected 
president 


was devoted to getting acquainted, 
light refreshments and cigars being 
served to both dealers and exhibi- 
tors in one of the rooms on the 
second floor of the Coliseum. The 
sessions in detail follow: 


Past Presidents Dined 


On the evening of Feb. 24 a din- 
ner was tendered the past presi- 
dents of the association by the offi- 
cers at the Carpenter Hotel. Busi- 
ness conditions past and present 
were reviewed, and each past presi- 
dent in order of his term of serv- 
ice was asked to contribute his sug- 
gestions for the improvement of the 
association. 

The meeting place for the 1922 
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convention will be chosen at a later 
date this year. 

The first day was devoted to get- 
ting acquainted in the exposition 
part of the convention. The second 
day brought the beginning of the 
actual business sessions of the as- 
sociations. The convention hall 
was packed at both the morning 
session and the question box ses- 
sion held in the afternoon. 

The President’s Message 

The morning meeting was opened 
by community singing led by Her- 
bert Roberts, and this feature of 
the meetings was a success from the 
start. Rev. L. W. Fifield gave the 
invocation, with a few remarks suc- 
ceeding. R. O. Bacon, president of 
the association, then gave his an- 
nual address, which was in the na- 
ture of a review of the conditions 
of the past year and the probable 
course to pursue for success this 
year. His subject was “State As- 
sociation” and around this he built 
his talk. 

President Bacon spoke upon the 
financial conditions on the State 
of South Dakota, the buying and 
selling angle of the hardware busi- 
ness at the present time, the value 
of advertising campaigns, systems, 
credits, collections and profits. The 
speech was a most inspiring one 
and came from a man who knew 
whereof he talked. He also touched 
upon his connection with the asso- 
ciation during his term of office and 
the stores that he had visited. He 
strongly advocated group meetings 
and the promotion of new ideas for 
this year’s business. He stated 
that the state convention was the 
place to get both education and en- 
thusiasm. 

H. O. Roberts, secretary of the 
association, talked next on the topic 
of “State Organization.” He stated 
that the State was fortunate in that 
the office organization of the Minne- 
sota association, through the fact 
that he is secretary for both asso- 
ciations, is used also for the South 
Dakota association, thus saving the 
maintaining of separate offices. The 
members of both associations gain, 
through the experiences and the 
problems of the dealers in both 
States being common knowledge. 
He heartily recommended the 
budget plan for the operation of 
any business, whether that busi- 
ness be a store, a household, an 
association, a State government, or 
the national government, express- 
ing the hope that the incoming ad- 
ministration in national affairs 


would see fit to install such a sys- 
tem for the United States. 
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He gave the number of days the 
officers of the association had spent 
on the road for the association 
work. There were 195 towns vis- 
ited, in which towns 340 stores were 
called on. The first year. of his 
secretaryship, the membership was 
315, the final figures for the year 
1920 were 418, a gain of 33 1/3 per 
cent for the year. It is hoped to 
increase the membership total to 
500 this year. 

D. M. Andrews, assistant secre- 
tary of the Minnesota association, 
followed with a talk on ‘“Associa- 
tion Activities.” He showed that 
the man who is proprietor of a 
store, at least at the start, has five 
positions in one. He is general man- 
ager, buyer, advertiser, salesman 
and credit man, and by the time 
he reaches the last one on the list 
it receives far less attention than 























H. O. Roberts, re-elected secretary 


it should. He might then be called 
@ poor credit man. But this is not 
his fault, for his desk is stacked 
full of other things which seem 
more urgent, he is constantly in- 
terrupted for a hundred and one 
things about the store, and he does 
the thing that pushes him the hard- 
est. Consequently credits and col- 
lections are left to the last, until 
it is necessary to have the money 
to meet the settlements with his 
sources of supply. 


Law and Collections 


B. T. Heath followed with a brief 
description of the way in which the 
state association can help in the 
matter of collections and legal prob- 
lems. 

C. J. Christopher of the Minneap- 
olis office, told of the system of 
bookkeeping the state office was in 
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position to install for the hardware 
man, any part or all of which he 
would find extremely simple, accu- 
rate, complete and extremely use- 
ful. 

H. C. Parker, Murdo, treasurer 
of the association, gave his report, 
which showed a healthy growth of 
the association in the matter of 
finances for the past year, and pre- 
sented a sworn report of a firm of 
auditors showing the books of the 
association correct. The report was 
brief and to the point, pointing out 
the fact that the surplus in the 
treasury was even larger than it 
was last year at the time of closing 
the books. 

Secretary McCracken of the Min- 
nesota Retail Hardware Mutual 
Fire Insurance Company, gave a 
brief talk on the advantages of the 
mutual plan of insurance for the 
members of the association. 


Question Box Session 


In the afternoon a question box 
session was held from 2.30 to 3.30, 
the questions being considered 
were: 

Can auto tires be sold at a profit? 

Would it be wise to change at this 
time from a credit to a strictly cash 
basis—general hardware and im- 
plements? 

Is “follow the market” in price 
reductions the best policy at pres- 
ent? 

Why does a person trade at your 
store? What one feature of your 
business will do the most good in 
holding old customers and bringing 
in new ones? 

What are the prospects for 1921 
—as to prices—as to sales? 

Can you turn a stock of hardware 
ten times in a year? What is the 
secret of rapid turnover? 

R. T. Close of Marshall Wells 
Company, Duluth, repeated his talk 
given at the Minnesota convention 
and held the members, spellbound 
for the remaining portion of the 
morning session. 


Another Question Box 


A question box session lasting 
for more than an hour was held in 
the afternoon of Thursday, the 
questions considered being. 

Which costs most to make, credit 
or cash sales? 

If you had a rubber stamp made 
to mark your terms on your bills, 
what wording would you have on it? 

Do you canvass, and how much? 

Do you make 100 per cent on 
cutlery? 

So interested in the question box 
sessions were the dealers, the com- 


(Continued on page 88) 















The key to the city of 
West Plains 


Hardware Co. has a most novel 

plan for booming spring trade. 
For some years past it has been hold- 
ing its Oliver Plow and American 
Fence Day, and HARDWARE AGE has 
once before mentioned the sterling 
worth of this event. 

This year the company has gone a 
trifle further than usual and has sent 
out two most attractive pieces of ad- 
vertising in order to bring into West 
Plains the largest number of people 
possible. The first is the key to the 
town that has actually been sent to 
many of its customers and friends all 
over the United States and the second 
is a letter that was sent out to the 
people in the country surrounding 
West Plains. The key gives the pos- 
sessor the right to enter the city, and 
offers him the freedom of the town 
on American Fence Day, which was 
March 12 this year. And from the 
reports that have crept back East 
already it was a most unusual day in 
every respect. The crowd was larger 
than ever and the success of the day 
is attested to by those who attended. 
It was really a great, big festival. 

However, despite the pulling power 
of the key, the letter which was sent 
out is in many respects a most re- 
markable example of how to get cus- 


Ou in West Plains, Mo., the Aid 


“is 





tomers interested. It is just the kind 
of a letter that promotes friendly 
feeling and gets people interested in 
your store, or, to speak real frankly, 
it is the kind of a letter that takes 
people’s noses right out of the mail 
order catalog. Here it is. Read it 
for yourself, and “Go thou and do 
likewise”’: 
WEST PLAINS, Mo., 
Feb. 7, 1921. 

DEAR SIR: 

This letter is not intended for you. 
It is for YOUR WIFE. It is just a 
little too sweet a letter for you to 
read. You know that we are asking 
all our farmer friends to bring a 
little lunch on Saturday, Oliver Plow 
and American Fence Day, March 12, 
and stay all day. We are going to 
have plenty of GOOD, HOT COF- 
FEE, with sugar in it, but we want 
a little cake. Now, you may be a 
prize “cake eater,” but as a cake 
maker don’t think you amount to a 
darn. 

We want fifty ladies (West Plains 
barred out) to make us one cake each. 
These fifty ladies will be known as 
the official cake makers for Oliver 
Plow and American Fence Day, and 
to partly pay them for their trouble 
we will give the maker of first prize 
cake a $10 White Bed Spread (and 
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“Welcome to West Plains, Missouri” 


How the Aid Hardware Co. Advertises Its Big 
Plow and Fence Day and 
Arouses Interest Locally 


it’s a beauty, too). 

The maker of the second prize cake, 
choice of our $5 Spring Hats (latest 
New York styles). 

The maker of the third prize cake, 
a pair of $3 Silk Hose. 

To the other 47 cake makers we 
will give each of them a pure Alumi- 
num Double Boiler, a 2-quart size. 
These boilers are worth, according to 
Montgomery Ward & Company’s cat- 
alogue No. 93, page 798, $2.42 each. 
(We sell them for $2.) 

The first fifty names will be reg- 
istered as received. Let them come 
by mail, airplane or “Tin Lizzie,” and 
they will be the authorized cake 
makers. We would like this list made 
up promptly. 

Yours very truly, 
AID HARDWARE COMPANY, 
C. T. Aid. 


Pittsburgh Companies Increase 
Capital Stock 


Recently a number of Pittsburgh in- 
dustrial concerns materially increased 
their capital stock and have filed the 
necessary notices of such increases 
with the Auditor General at Harris- 
burg, Pa. The Fort Pitt Rivet Co. has 
increased its capital stock from $80,000 
to $85,000; Charleroi Iron Works, 
Charleroi, Pa., from $50,000 to $80,- 
000; Universal Rolling Mill Co., Bridge- 
ville, Pa., from $363,000 to $1,452,000. 
The Cripps Hardware Co., Newcastle, 
Pa., has increased its capital stock from 
$15,000 to $50,000. 
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The Big White Sale in a Hardware Store 


Taking Advantage of Dry Goods Store Advertis- 





ing and Pushing Enameled Ware at This Time of 
the Year—The Advertising That Is Necessary 


AKING advantage of other peo- 
ple’s advertising in the daily 
newspapers and making the 

most of a regular “season,” as far as 
the dry goods business is concerned, 
is the exceptionally clever feat that 
has just been accomplished by the 
Odell Hardware Co., Greensboro, 
N. C. Accompanying this article is 
the photograph of the big enamelled- 
ware window which the company re- 
cently exhibited, and it will be no- 
ticed that in one side is a sign, 
“Great White Sale.” 

It is a well-known fact that at this 
particular time of the year every 
dry goods house in the country holds 
what is known as a “White Goods” 
sale. It is one of the harbingers of 
spring. It is classed with the first 
robin and pneumonia when it comes 
to sure signs that winter is over. 
Down in Greensboro it is very much 
over while in some of the Northern 
cities winter never thinks of leaving 
until May 1. In one particular 
Northern city it is common knowl- 
edge that there are but two seasons 
—winter and August. 

So here is a chance for hardware 
dealers in Northern climes to emu- 
late the example set by the Greens- 
boro store.and stage a “White Goods” 
sale. The window in the Odell Co. 





store is 15 feet long by 8 feet deep. 
The background was paneled off in 
white and white paper covered the 
glass across the top to prevent re- 
flection from the outside. Then 
across this was draped a piece of 
black velvet and the racks were made. 
Cup hooks were placed every 6 inches 
across the top and 12 inches down 
the sides of semi-circles upon which 
were hung all the ware that had 
handles or bails, such as tea pots, 
coffee pots, double boilers, dippers, 
etc. Then to this arrangement was 
added cut-outs from ads, decorative 
crépe paper, signs, and on the floor of 
the window appeared more enameled 
ware. The whole effect was an ex- 
cellent one and the kind of a window 
that demands attention. 


The 


However, the window itself and the 
show cards announcing the beginning 
of the big white sale were not enough. 
Liberal space in the local papers, fea- 
turing, of course, the “Great White 
Sale,” was used and the result was a 
monstrous sale that added greatly to 
the general profits of this excellent 
store. 

Odell’s store in Greensboro is a 
model in a great many ways. It has 
been one of the most progressive 
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Accompanying Advertisements 


stores in the South, and several of 
its ideas have been recorded before 
in HARDWARE AGE. And this idea at 
this particular time is so unusual and 
so deserving of mention that it should 
be copied by every dealer that can 
still utilize the white goods idea. 

These are the little things that 
make a big store bigger. Timely 
topics used when they are still fresh 
are one of the most important things 
of present-day business. C. E. Sloan, 
the display manager for the Odell 
Hardware Co., deserves much credit 
for the window. 


Mr. Hackett Retires 


Completing a business career of 
nearly fifty years, George W. Hackett, 
the veteran hardware merchant of Sun- 
bury, Pa., has retired from active con- 
nection with both the Geo. W. Hackett 
Hardware Co. and the East End Hard- 
ware Co. Mr. Hackett’s activities have 
not been confined to local matters, as 
he was one of the active organizers of 
the Pennsylvania Retail Hardware 
Dealers Association and was very ac- 
tive in helping to perfect the organi- 
zation of two mutual insurance asso- 
ciations to aid Pennsylvania retail 
hardware dealers. He has been an ac- 
tive member of the Sunbury Business 
Men’s Association, having always main- 
tained a membership card. 








Virginia’s Optimistic Spirit Shown 
President Howell Delivers Masterful Message at 
Convention Held in Petersburg—Roanoke Chosen 


for 1922—J. T. Graves Elected New President 


NTHUSIASM ran high at the 
Virginia Retail Hardware 
Dealers’ Association conven- 
tion, recently held at Petersburg. 


The opening session occurred Feb. 


22 and for three days the members 
who were in attendance reaped the 
benefits of excellent talks and dis- 
cussions on business situations that 
will arise during the year 1921. At 
the final session it was unanimously 

















J. T. Graves, Roanoke, elected president 


declared that the convention had 
been the most helpful that has ever 
been held. 

All sessions were held in the 
Petersburg High School Building, 
and in the basement was an excel- 
lent manufacturers’ exhibit. Many 
displays were to be seen here and it 
was one of the most popular places 
in the building during the three 
convention days. 

J. T. Graves, Roanoke, was elected 
president for the coming year, while 
Guy W. Hamilton of Waynesboro 
was elected vice-president, and 
Thomas B. Howell of Richmond was 
elected secretary and president. The 
executive committee elected is as 
follows: W. T. Tillar, Emporia; W. 
T. Pace, Franklin; R. P. Dilliard, 
Blackstone; H. B. Price, Norfolk; 
C. Harvey Clarke, Richmond; and 
W. H. Hawkins, Harrisonburg. 

Mr. Howell, who has been presi- 


dent as well as acting secretary of 
the association, called the first ses- 
sion to order and an address of wel- 
come was delivered by Mr. Brown- 
low, City Manager of Petersburg. 
W. T. Pace was called upon for a 
talk on mutual fire insurance, and 
an interesting discussion ensued. 
He answered many questions that 
were brought up by members. 


The Annual Message 


The president’s annual message 
was delivered on Wednesday morn- 
ing. President Howell, in his ca- 
pacity of acting secretary and treas- 
urer, combined the report of the 
three offices. He said, in part, as 
follows: 

“It gives me a great deal of pleas- 
ure to report to you real progress 
and growth in the work of the Vir- 
ginia Retail Hardware Association. 
At this time last year I took a great 
deal of pride in reporting to you a 
membership of 240; to-day it gives 
me exceeding pleasure to state that 
we are numerically stronger by 130 
and our total membership is now 
370. This is a most remarkable 
growth, when you take into consid- 
eration that we have only been or- 
ganized three years, this being our 
second annual convention and ex- 
hibit. However, gentlemen, the 
best part about the growth of this 
organization is not in mere num- 
bers, but out of it has coine a co- 
operative, enthusiastic organization 
spirit that will perpetuate itself 
along sound and substantial lines. 
Each member seems to recognize 
the value of organization; seems to 
appreciate the every benefit derived 
from this association; seems to 
recognize what both State and Na- 
tional are endeavoring to do for the 
betterment of his business, and this 
spirit, this loyalty, this keen ap- 
preciation promises for Virginia the 
best hardware organization in the 
United States. 

“You ask me what has the Vir- 
ginia Retail Hardware Association 
done for its membership or what 
does it stand ready to do at any 
time? 

“First—In the past year we have 
audited 95 merchants’ freight bills 
and found overcharges amounting 
to $770.97. This is a benefit and 
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privilege and a return that costs 
you nothing except the prepaid ex- 
press charges on your freight bills, 
we returning from our office 50 per 
cent on all overcharges found. 
“Second—lIt gives me pleasure to 
report to you that at this time in 
our State we have about four and 
one-quarter million dollars — hard- 
ware mutual insurance in force, 
which represents to our member- 

















Guy W. Hamilton, Waynesboro, elected 
vice-president 


ship a clean safe saving of over 
$40,000 per year. I can’t too heart- 
ily recommend this insurance to our 
membership. 

“Third—I have had the privilege 
of attending three group meetings 
out of possibly four in our State. 
Two have been held in Harrison- 
burg, one in Petersburg, and, of 
course, our local organization in 
Richmond. This form of get-togeth- 
erism I commend to you, but will 
touch on it more fully later in my 
report. 

“Fourth—This office is endeavor- 
ing to render each month to our 
membership a real service in the 
form of our hardware monthly. 
This little magazine all of you may 
not be interested in, but I have re- 
ceived a great many compliments 
on its get-up and a great many of 
the members seem to have gotten 
some real good from its pages. It 
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Thomas B. Howell, retiring president 
and elected secretary and treasurer 


is our desire that this be the mouth- 
piece of this organization. If there 
is a man in our organization who 
has something on his chest and 
wants to get it off, let me have it 
and it will always find space in this 
magazine. Should you be over- 
stocked with merchandise, mail me 
your list and let’s publish it in this 
little magazine. There is an oppor- 
tunity to unload it on some of your 
friends. It will be our endeavor to 
keep the membership honestly post- 
ed on conditions and prices as far 
as possible through this little sheet; 
to keep you apprised of all organi- 
zation activities, and want you to 
feel free to use its columns at any 
time in any Way. 


Optimistic for 1921 


“This is the time to forget our 
troubles; now is the time to put on 
a smile of optimism; now is the 
time to gird our armour about us and 
tell the world business is good. I 
confidently look for a good year. 
Mr. Gary says things are looking 
better everywhere, and there is 
great reason for renewed confi- 
dence and vigor in our work. Gov- 
ernor Harding of the Federal Re- 
serve Bank tells us conditions are 
sound and this will be a good year. 
It is up to you and I to make it so. 
Radiate sunshine, relegate the 
shadows to the rear; remember the 
abnormal war conditions are over. 
We are back to rock bottom again 
and we will in the future do busi- 
ness in a sane and safe way. 

“I am most grateful for the op- 
portunity afforded me in knowing 
and meeting many of our members. 
I have endeavored to render you an 
honest service with but one thing in 
my mind at all times—that this 
association can only be perpetuated 
on high ideals; that the continua- 
tion of its fine work is dependent 
on its sterling membership, their 
loyalty to its ideals, their co-opera- 
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tion with its efforts, their willing- 
ness to collectively put their shoul- 
der to the wheel and lend that in- 
spiration and help so necessary to 
its officers and officials.” 

Many Excellent Speakers 

Charles Hall Davis spoke upon 
“Financial and Trade Conditions” 
and brought out much valuable in- 
formation. His address was fol- 
lowed by S. R. Miles of the National 
Association, who spoke on “Retail 
Stores” and also upon the subject, 
“Business Records,” and in the lat- 
ter displayed some valuable charts 
and systems. 

The importance of group meet- 
ings was discussed at the Wednes- 
day afternoon meeting, W. H. Haw- 
kins of Harrisonburg leading the 
discussion. K. W. Pfiffner also gave 
an instructive talk on casual insur- 
ance, and Norman H. Johnson of 
Richmond spoke upon “Business in 
Reconstruction and Readjustment.” 
His speech was termed the best 





Robert A. Frayser, Richmond, assistant 
secretary 


given at the convention and of the 
greatest value to the members of 
the association. 

Addresses by B. M. Russell of 
the Winchester Co. on “The Boys in 
the Hardware Store,” and by Guy 
W. Hamilton of Waynesboro on 
“Toys in the Hardware Store,” and 
by R. M. Bullington of Richmond 
on “Save the Surface” were all en- 
joyed on Thursday. It was decided 
to hold the convention next year at 
Roanoke. 

Community singing was one of 
the features of the convention. 
Each session was opened by com- 
munity singing and it was greatly 
enjoyed. Theater parties, luncheons 
and dinners were also fully enjoyed 
by the members present. 


IOWA CONVENTION 
(Continued from page 59) 
A busy and growing year was in- 
dicated by the uplifting and com- 
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prehensive report of Secretary- 
Treasurer A, R. Sale. The associa- 
tion office has been the mainspring 
for much activity and constructive 
work during the year. Mr. Sale’s 
part in arranging a program of 
power won him widespread praise. 

The entertainment features were 
enhanced by the presence of and 
plans of the ladies’ auxiliary. Iowa 
has a well organized, well led and 
successful women’s auxiliary which 
adds pleasure and strength to the 
annual conventions. A luncheon 
and matinee party and a visit to the 
legislature were for the exclusive 
enjoyment of the many ladies, while 
a dinner-dance, given by the Amer- 
ican Steel & Wire Co., at Hotel 
Savery, the show and other informal 
parties gave relaxation and enjoy- 
ment for members and wives. 


The New Officers 


The new officers in their inaug- 
ural remarks expressed certainty 
1921 would be a year of increasing 
prosperity. J. B. McCarroll, Ot- 
tumwa, was elevated to the presi- 
dency after many years’ faithful 
work in minor capacities. C. A. 
Knutson, Clear Lake, is the new 
vice-president, and Secretary-Treas- 
urer A. R. Sale continues in the 
important capacity of active execu- 
tive of the association and the in- 
surance society. Newly chosen di- 
rectors are L. E. Lewis, West Lib- 
erty; A. J. Hoffman, Murray, and 
W. F. Miller, Fort Dodge. 


McKinney Company’s Pacific 
Coast Representative 


The McKinney Mfg. Co. of Pitts- 
burgh, Pa., has announced the appoint- 
ment of John T. Rowntree, Inc., Los 
Angeles, Cal., as its new Pacific Coast 
representative to succeed John H. Gra- 
ham & Co., whose resignation of this 
particular territory was recently ten- 
dered. : 





Thomas W. Vaughan, Richmond 











duced herewith if suspended 
from the ceiling over the sev- 
eral departments in the store, will 
not only give the store a very busi- 
ness like appearance, but may sug- 
gest several items a customer had in- 
tended purchasing but momentarily 
had forgotten. The size of these 
cards were 8 x 28 inches, being cut 
from a full sheet of cardboard. In 
order to prevent them from warping 
or curling up it is a good plan to 
mount each one on a piece of wood 
or beaver board cut just the size of 
each card. Of course, the size of this 
kind of a sign depends to a great 
extent on the distance they are to be 
read and how far suspended from 
ceiling. It is advisable to omit the 
word “Department” on each sign, this 
will leave more room for the other 
lettering and keep the sign from ap- 
pearing crowded. They are usually 
suspended on invisible wires fastened 
to screw eyes. If the ceiling is of 
metal, toggle bolts are generally used. 
Of course, a white letter on a black 
background is more easily read than 
a black letter on a white background. 
It is also more serviceable because it 


Sauce cards like the ones repro- 


By JOSEPH BERTRAM JOWITT 


will not show the dust or become 
soiled so easily as would a white 
background with black lettering. The 
process of “cutting-in” is shown on 
the card with the word “PAINT” 
using the background of card for the 
color of the lettering. This process 
is to be recommended when black 
cardboard is hard to procure or the 
cost of same is prohibitive. The let- 
ters should first be sketched out 
roughly in pencil then outlined with 
a small-size brush, after which fill-in 
solid with larger brush exercising a 
little care not to go inside of the out- 
lines. The show-card colors should 
be used rather thick for this work 
to prevent the ink from running. 
This cut-in work is not practical 
where a great quantity of lettering 
is required on one show card, as it 
becomes more difficult with small-size 
letters, and any little mistake would 
spoil the whole card. 


An Easy Alphabet 


The single-stroke Egyptian al- 
phabet, which is shown herewith, is 
about the cleanest cut and most legi- 
ble type which could be used for this 
purpose, it stands out and is easily 





Show Card Writing for the Beginner 


read from any distance. Each letter 
is shown in a rough formation the 
arrow points in what direction 
each single stroke should be taken in 
rotation according to numbers. The 
little round loops at the tail of the 
arrow indicate where each stroke 
starts, and the unfinished brush 
marks show just where each stroke 
stops, and where the brush was re- 
moved from the card. The dotted 
lines outline the completion of 
strokes. In making a thick, solid 
letter like the Egyptian the full 
length of the brush is used, this, of 
course, requires more pressure than 
in making Roman letters, which are 
made with the tip of the brush. 
Using the full length of the hairs 
makes each stroke of uniform width. 
If the beginner will study the “RE- 
FRIGERATOR” card he will see the 
simple formation of each letter. 
There are twelve letters in this word, 
and if a line is drawn through the 
center of the card it should come be- 
tween letters G and E. When mak- 
ing letters two inches high, use a 
No. 12 Red Sable brush. For letters 
three inches high or more use a No. 
18 brush. In other words, select a 


Single-Stroke Egyptian Letters 
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By this chart it is easily seen how the 
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letters are actually formed. 
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The first 


brush which makes a single stroke 
the exact thickness of letter required. 
A rough pencil sketch should always 
be made before attempting any let- 
tering; this will train the eye to ac- 
quire proper space formation. No 
beginner can reasonably expect to ac- 
quire the knack of lettering without 
some tedious practicing, but from the 
encouraging tone of many letters that 
this department is receiving every 
month our readers interested in 
learning show-card writing are meet- 
ing with great success. The writer 
is always glad to give personal in- 





The finished 


struction and advice for the asking, 
and also to advise what to buy in the 
line of supplies and the nearest place 
to purchase same. 


Never Give Up 


The beginner should not be dis- 
couraged if the brush strokes refuse 
to go just where he wants them to; 
try resting the right hand over the 
left fist. The best results in prac- 
ticing come by writing out words in- 
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operation in making the sign for the department 


stead of just copying a, b, c, etc., over 
and over. Take, for example, such 
words as “Refrigerators,” “Demon- 
stration,” “Gorgeous” and ‘“Voca- 
tional,” which embody a good selec- 
tion of the most difficult letters. 

It is an excellent idea to mark out 
several circles with a pencil compass 
and try tracing around these with a 
small brush; this will prove the best 
kind of training for the beginner’s 
hand and eye. It is every bit as 
important to train the eye as it is 
the hand, and, of course, the circular 
strokes used in forming the letters 








center Line 


sign showing the center line that is yet 


EB; C, D; &, J, 0; P, OR, S and U 
are more difficult to master than are 
the horizontal or perpendicular 
strokes. So the object of following 
the compass outline is to teach the 
beginner perfect circle formation. 


Using the Circles 
First draw out eight perfect cir- 
cles, using a compass or any perfect 
round article. Then proceed to fol- 
low the outline of the first circle with 
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a small-size brush, being careful to 
keep on the line. Outline four circles 
in this manner, then fill in the re- 
maining four with solid black. 

All round letters will appear 
smaller than the square letters, al- 
though their height is the same. This 
is on account of the curved lines 
which only touch the top and bottom 
guide lines. To overcome this they 
should extend a mere trifle below the 
top and bottom guide lines. 

The beginner should not worry 
about spacing. First-learn to form 
each letter correctly, being careful 





to be erased 


not to crowd words or letters too near 
together, and the knack of spacing 
will come before you realize it. The 
ink should be at least twice the thick- 
ness for brush work as it is when 
used for the pen. 

The next article of these series will 
be devoted entirely to pen lettering, 
showing the latest alphabet, “Brad- 
ley Text.” The easiest pen alphabet 
made, which will be executed by a 
new “Made in America” pen. 





The way to make a black background and white letters 
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Brooklyn Officers Are Re-elected 





Annual Meeting of Association Held and Report 
for Year Is Read by Secretary Robert Pearsall 


HE Brooklyn Hardware Deal- 

ers’ Association, at its annual 

meeting held March 10 at its 
club rooms in the Johnston Building, 
re-elected its entire slate of officers 
for the ensuing year. The officers 
re-elected are: H. R. L. Rohlfs, 
president; Fred Horn, first vice- 
president; Albert Wilkens, second 
vice-president; Robert Pearsall, sec- 
retary; Henry Bond, treasurer. 
Henry Taylor and Edward Daily 
were elected to the Board of Direc- 
tors for a term of two years. H. A. 
Cornell and R. J. Atkinson continue 
for another year as members of the 
Board of Directors. The nominating 
committee consisted of the following: 
George H. Wachenfeld, chairman; J. 
C. J. Scharfenberg, F. S. Radford, 
James Ruddiman. 

A formal report on the New York 
State Retail Hardware Association 
Convention was read by R. J. Atkin- 
son, recently elected second vice-pres- 
ident of the State Association. At 
the conclusion he was tendered a ris- 
ing vote of appreciation by the asso- 
ciation. 

Irving W. Tuthill made an inter- 
esting and instructive talk about the 
fishing industry on Long Island, and 
told many personal experiences about 
the life aboard a fishing smack. He 
spoke in a light, personal vein, and 
told many human interest anecdotes 
about his early life on the water and 
about how the boys during his youth 
learned to swim in the small deck 
well, aft, uboard the fishing smack. 

President Rohlfs reappointed all 
standing committees and also ap- 
pointed Edward Daily to read a paper 
at the April meeting. H. A. Cornell 
conducted the Question Box. 

Secretary Robert Pearsall read his 
annual report, for which he received 
the vote of thanks of the association. 
In his report Secretary Pearsall said: 


The Secretary's Report 


“During the past year twelve 
regular meetings were held, no spe- 
cial meetings were called and the 
president, H. R. L. Rohlfs, presided 
at all meetings, but one at which 
Frederick Horn, the vice-president, 
presided. 

“The meetings were all interest- 
ing, well attended and bright and 
full of interest. The regular mem- 
bers who attend these meetings take 
part freely in the discussions, kept 
closely in touch with everything 
pertaining to the hardware busi- 
ness, and were very generous in 


sharing their information with all 
members present. They all seemed 
very willing to help each other in 
obtaining goods that were scarce, 
in getting the best prices obtain- 
able, and in posting each other on 
good or bad customers. There does 
not seem any desire to put anything 
over on.anybody else, but a uniform 
effort to be helpful to each other in 
every way possible, and to show 
courtesy and good fellowship which 
is so often absent in business asso- 
ciations of this character. 

“Several prominent men in the 
trade were present during the year 
and made addresses. The HARD- 
WARE AGE reported most of our 
meetings, and gave us the best re- 
ports we have had in many years. 
They have certainly gone out of 
their way to show us every atten- 
tion possible. 

“The question department has 
certainly been a very attractive fea- 
ture during the year, and is stead- 
ily gaining in popularity and use- 
fulness. Many of our members who 
do not care to address the meet- 
ings personally, use the question 
method to obtain the information 
they want. I think it is the most 
valuable single feature that we 


ave. 

“The bulletin board has been 
much more active this year than 
last, and is in use at every meeting 
8 members to find bargains 
and to dispose of goods of which 
they have a surplus. 

“The complete membership at this 
date, all deadwood discarded, is 104. 
We have had no deaths during the 
year, but have lost a number of 
members who have given up busi- 
ness, sold out and retired, and were 
dropped from the roll for non-pay- 
ment of dues. 

“The following firms have gone 
out of business during the year: 
M. Estorick, Robert Heinell, Hing- 
ston Hardware Co., Smythe Bros. 
The following have been dropped 
from the roll: D. Liederman & 
ae and the Knoblauch Hardware 

0. 

“Ten new members were proposed 
and accepted during the year. 

“The attendance during the year 
has been most satisfactory, being 
the largest in the history of our 
association. During the year just 
closed our average was 33, being 
far and away ahead of anything we 
have ever had up to this time. 

“The smallest attendance was 
Aug. 10, when 18 were present, and 
the largest on Jan. 138, when 55 
were present. 

“The following members were 
present at every meeting during the 
year: Messrs. Atkinson, Klein, 

ily, Pearsall, Rubino, Taylor, 
Wilkens, and the following were 
omy at every meeting but one: 

fessrs. Rohlfs, Bond, Hawkins, 
Cornell and Horn. 
“The records available by your 
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present secretary covers eight 
years. During this period Mr. At- 
kinson has been present at every 
meeting, and H. A. Cornell at every 
meeting but one. 

“A special feature of this year’s 
work was the selection of an em- 
blem for use in distinguishing a 
hardware store from others. This 
brought about a spirited contest re- 
sulting in the submission of over 
80 designs. The one selected was 
an original design by J. J. Snyder, 
past president, and was in the form 
of a cryptogram spelling the word 
‘hardware.’ It is meant to be used 
on stationery also in larger size for 
windows, signs, cars and wagons. 
It has caused much favorable com- 
ment from all over the State, and 
is generally considered the best 
thing of the kind so far known. 

“Our annual summer outing con- 
tinues to be one of the most attrac- 
tive features that we have, and it 
seems to grow better and more at- 
tractive with each year. We still 
continue at the head of the list in 
membership in this State. We are 
all paid up and have money to spare 
and are in excellent shape to do 
anything that can be expected of 
an association of this character.” 


Rasner & Dinger Company in 
Its New Home 


The Rasner & Dinger Co., Pittsburgh, 
Pa., celebrated its fiftieth year in 
active business by moving into its new 
plant, located at 840-842-844 North 
Avenue, N. S., Pittsburgh, and now has 
one of the most complete plants in the 
country devoted to the manufacture of 
its products. These consist of fireproof 
sheet metal window frames, sash glazed 
with ribbed wire glass, which are ex- 
amined and labeled under inspection of 
the underwriters’ laboratories, also 
Nonpareil puttyless skylights, galvan- 
ized iron and copper, Hayes’ metallic 
and Thompsons’ ventilating skylights. 
The company also makes other special- 
ties in sheet metal. 

The business was carried on for many 
years under the firm name of Rasner 
& Dinger, but in June, 1899, it was in- 
corporated under the name of Rasner 
& Dinger Co., with A. Rasner as presi- 
dent up to the time of his death, sev- 
eral years ago. H. F. Dinger retired 
from the company and also from active 
business in 1912. 


The Schartow Iron Products Co. has 
moved its plant from South Milwau- 
kee, Wis., to Racine, Wis. It will con- 
centrate upon the manufacture of auto- 
motive accessories. The Schartow Man- 
ufacturing Co. that recently changed 
its name to the Midland Company is in 
no way connected with the Schartow 
Tron Products Co. 
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“Scraps of Paper” 


USINESS integrity means more to-day than ever before. One of the greatest lessons 
B gleaned from War’s effect upon business conditions is that a reputation for square 

dealing, honesty and reliability has a tremendous bearing upon business success. 
q During the critical periods of inflation when staple merchandise was short on the market, 
merchants who possessed a reputation for prompt payment were usually able to obtain fair 
quantities of goods. When the deflation period made its appearance and money tightened, 
those who had always met their obligations promptly found it comparatively easy to obtain 
any needed credit. 
g So, too, the future will doubtless show that men whose reputation for business integrity 
was upheld by conscientious acceptance of the obligations and responsibilities embodied in 
merchandise contracts will eventually reap their business rewards. There is no room for 
a double standard of ethics in modern business. 
q The so-called cancellation evil has weakened the morale of business. So likewise did the 
attitude of certain manufacturers in regard tofilling orders during the inflation period. Two 
wrongs never make a right. 
q The producer who accepted orders placed in good faith during the shortage period, and 
who refused to make deliveries because of better prices to be obtained elsewhere, may have 
profited for the moment. He is probably paying the penalty in lack of orders to-day. 
q Likewise, the distributor who placed bona-fide orders for merchandise, with the expecta- 
tion of gain, and then at time of delivery deliberately canceled because price or demand 
had fallen off, will eventually pay for his breach of faith. 
q True, there are some perfectly legitimate grounds for cancellation. These include back 
orders held far beyond a reasonable delivery period and then shipped without further con- 
firmation, or orders placed subject to cancellation. 
gq In the majority of cases, however, common justice demands that either the contracts be 
carried through to a legitimate conclusion, or that some arrangement be made whereby the 
losses accruing from changed conditions be adequately shared. No business can be rated as 
good business unless both parties prosper. 
@ The code of ethics of the American business man should be broad enough to apply equally 
to either a rising or a falling market. 
© HARDWARE AGE holds no brief for the manufacturer. Neither does it excuse the jobber 
or the retailer. All have been more or less guilty. All have allowed themselves ‘to treat 
business obligations too lightly. 
q Back in pre-war days it was the common practice of many manufacturers to induce the 
wholesaler or retailer to buy more goods for future delivery than he had intended buying. 
Their argument was: “If you find that you don’t need them all you can cancel any time 
before the delivery date.” Much of the present cancellation evil is the outgrowth of this 
mistaken policy which tended to cheapen contracts. 
q Be that as it may, the indiscriminate cancelling of bona-fide orders, if allowed to continue, 
will eventually mean the destruction of business confidence. It may even change the entire 
program of merchandise distribution. 
G Business integrity is an asset. It has a real tangible cash value. But business integrity 
is not built upon broken faith. There should be concerted action on the part of business 
men to put business back on the plane of the Golden Rule. 
q There should be no “scraps of paper” in the transactions of modern business. 
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Income Tax Deductions Officially Explained 


Congress Plans Tariff Revision and Internal Revenue Readjust- 
ment — Many Republicans Oppose “Chinese Wall” Protection 
By W. L. CROUNSE 


Washington, March 14, 1921. 


Are you one of the several thousand 
people who have recently written to the 
Treasury Department to ascertain 
whether, in preparing your income tax 
returns for delivery to local Collectors 
on the 15th instant, you have taken 
credit for allowable deductions for 
taxes paid during 1920, and have not 
made deductions to which you were not 
entitled? A little checking up may 
save you some anxiety, hence I am 
presenting you the substance of a 
memorandum just made public by the 
Commissioner of Internal Revenue as 
to what may and may not be legally 
done in this connection: 


These Deductions Are Legal 


“The revenue act of 1918 provides for 
the deduction of taxes on real estate 
and personal property but expressly ex- 
cludes deductions of income, war prof- 
its and excess profits taxes and taxes 
assessed against local benefits of a kind 
tending to increase the value of the 
property assessed. Various items of 
taxes levied by the revenue act of 1918 
such as taxes on admissions, and dues, 
transportation, soft drinks, etc., are 
allowable deductions. Taxpayers claim- 
ing such deductions, however, must keep 
some record of such taxes paid; a mere 
estimate will not be sufficient. 

“Another deductible item is the tax 
on certain businesses, such as those as- 
sessed upon brokers, ship brokers, cus- 
tom house brokers, proprietors of 
amusements and concert halls, circuses 
and other public exhibitions, bowling 
alleys, billiard rooms and shooting gal- 
leries, riding academies, passenger au- 
tomobiles for hire, brewers, distillers 
and liquor dealers, manufacturers of 
tobacco and manufacturers of tobacco, 
cigars and cigarettes. 

“The excise tax levied upon manu- 


facturers, producers and importers of 
certain articles is deductible. Some of 
the articles taxed are automobiles and 
accessories, pianos, phonographs and 
records, chewing gum and candy, sport- 
ing goods, cameras, films and plates, 
portable electric fans, thermos bottles, 
automatic slot device, weighing and 
vending machines, articles made of fur, 
pleasure boats, canoes, yachts and motor 
boats, and toilet soap and toilet pow- 
ders. These taxes are paid by the 
manufacturer, producer or importer and 
are not deductible by the individual 
purchaser. 

“The sales tax on jewelry and on 
works of art is levied against the 
dealer and he alone is entitled to the 
benefit of the deduction. 

“The following are among the’ taxes 
deductible by the purchaser: The tax 
on ‘luxuries,’ men and women’s wear- 
ing apparel—trunks, valises, fans, um- 
brellas, etc., and taxes on amount paid 
for perfumes and toilet preparations, 
and the stamp tax on patent medicines. 

“Automobile license fees are ordi- 
narily taxes and may be deducted as 
such from gross income. 

“The Bureau of Internal Revenue de- 
sires to imnress upon taxpayers that 
claims for all these various deductions 
for taxes must be supported by some 
form of record.” 


All Protectionists Do Not Agree 


A significant development of the past 
month is the appearance of a line of 
cleavage between the Old Guard of the 
protectionists in Congress and a large 
faction among the Republicans which 
is disposed to assume a conservative 
attitude on the subject of tariff re- 
vision. So much progress has been 


made by the conservative wing of the 
majority party in the House that there 
is every indication of a very lively 
scrap when the Wavs and Means Com- 
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mittee settles down to the work of 
drafting the schedules of a comphe- 
hensive revision of the Underwood- 
Simmons law, soon to be undertaken. 

The chief argument now being em- 
ployed by the conservative protection- 
ists, who do not believe that Congress 
should restore either the Dingley rates 
or the McKinley rates of the tariff, is 
founded upon the present status of the 
United States with respect to the lead- 
ing manufacturing countries of the 
world. That the conditions cannot be 
ignored goes without saying. But the 
protectionists claim that a low tariff 
is not the proper remedy. 


How Can Europe Pay Her Debt? 


It is pointed out by the conservatives 
that the principal producing countries 
of Europe owe the United States an 
enormous debt for loans advanced dur- 
ing the war and in addition are un- 
able to export sufficient goods to this 
country to settle their trade balances. 
Under these circumstances, they urge 
that America should adopt a moderate 
tariff which would allow France, Eng- 
land, Italy and possibly Germany to 
settle their trade balances in mer- 
chandise and thus avoid the necessity 
of employing cash or securities or still 
further straining over-burdened credits. 
They contend that any substantial in- 
creases in the existing tariff law will 
have a tendency to slow down rather 
than to increase imports, and, can only 
result in a steady increase in European 
obligations to the United States. 

Protectionists of the Fordney schoo! 
listen with great impatience to this line 
of argument. They take the position 
that the American market should be 
reserved for American manufacturers 
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to the extent of their ability to pro- 
duce, and that importations should be 
encouraged only as to such lines as 
cannot profitably be made in this 
country. 


No Prosperity, No Revenues 


Chairman Fordney, himself, goes 
further. He insists that a successful 
internal revenue policy as well as a 
wise tariff policy depends very largely 
upon a schedule of customs duties that 
will preserve the home market for the 
domestic producer; that even the most 
scientific adjustment of internal rev- 
enue taxation can produce little or no 
money for the support of the Govern- 
ment unless the people of the United 
States are prospering, and without 
adequate protection they cannot pros- 
per. The attitude of the Fordney 
school in the House of Representatives 
and in the Senate is faithfully reflected 
in a brief argument recently laid be- 
fore the Ways and Means Committee 
by an interest which is seeking sub- 
stantially higher rates than those em- 


bodied in the Underwood-Simmons 
tariff act. This statement is in part 
as follows: 


“It is very common nowadays for 
free traders and internationalists to 
argue against the protective tariff on 
the ground that it will hinder our ex- 
port trade. The folly of such an argu- 
ment may be seen when we realize that 
we have built up a great export trade 
under protection. In fact, but for the 
influence of the protective tariff, we 
should not have any export trade 
worthy of mention. Here is the proof: 


Tin Plate Industry Is Cited. 


“Most people are familiar with the 
development of the tinplate industry. 
Prior to the enactment of the McKin- 
ley tariff of 1890 which placed tinplate 
on the dutiable list, avowedly for the 
purpose of developing the manufacture 
of tinplate in the United States, we 
had no such industry. It is now a 
matter of common knowledge that we 
not only supply our own needs but that 
we have become great exporters of tin- 
plate, our exports amounting in 1920 
to over half a billion pounds. Protec- 
tion established our export trade in 
tinplate. 

“All are likewise familiar with the 
establishment of the domestic steel rail 
industry. Prior to the imposition of a 
duty amounting to $28 per ton on im- 
ported steel rails we paid England 
exorbitant prices to make steel rails 
for American use. Not only did the 
imposition of the stated duty bring 
down the price to $28 per ton, the 
amount of the duty, but it was at one 
time even less. We now make our own 
steel rail and last year exported over 
half a million tons besides, all due to 
the protective tariff. 


Wire Nails Another Illustration 


“The manufacture of wire nails was 
an unknown industry in this country 
until they were made the recipient of 
tariff protection which resulted in the 
development of the industry to such 
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an extent that we exported last year 
over 200 million pounds. 

“The development of the automobile 
industry in this country is due to tariff 
protection. France had so much the 
start of us that we never should have 
been able to compete with'the automo- 
bile industry of that country but for 
the tariff. In 1920 we exported over 
298 million dollars’ worth of automo- 
biles and automobile parts. 

“Tariff protection built up our manu- 
factures of cotton cloths, and last year 
our exports of cotton cloths totaled 
over 818 million yards. 

“We exported in 1920 over 44 million 
dollars’ worth of manufactures of wool, 
and we would never have had an im- 
portant woolen manufacturing industry 
but for tariff protection. 


Safeguarding the Home Market 


“Adequate tariff protection preserves 
the major portion of the home market 
for any industry, enabling the pro- 
ducers to develop the industry and 
lower the prices through quantity pro- 
duction. It is not necessary to add 
to the list of products in which we 
have developed an important export 
trade through an adequate protective 
tariff. 

“Take any important domestic indus- 
try which has assumed any importance 
in the export trade and it will be found 
that the industry owes its development 
to the policy of protection. An indus- 
try not afforded tariff protection is as 
unstable as a house built upon the 
sand. 

“So long as the wages which we pay 
are higher than those of any other na- 
tion, and so long as other production 
costs are also higher, and so long as 
our standards of living are higher, just 
so long will an adequate protective 
tariff be necessary to protect our pro- 
ductive industries against the unequal 
competition of other nations. With 
tariff protection, we shall lead the 
world in the quality and quantity of 
our production for the home market. 

“The result will be, in the future as 
it has in the past, that we will thus 
be able to compete in foreign markets 
with the products of other nations. 
Without tariff protection our export 
trade would be reduced to a minimum.” 


Ways and Means Committee 
Reorganized 


For the purpose of expediting the 
work on the proposed new tariff and 
internal revenue laws, the Republican 
Committee on Committees during the 
past week have nominated the Republi- 
can membership of the House Ways 
and Means Committee. This action is 
equivalent to election, although the 
House rules require that it must be 
ratified by the Republican caucus and 
then by the House itself. 

The Committee on Committees also 
determined that in view of the enor- 
mous majority which the Republicans 
have in the new Congress, the Republi- 
can membership of the Ways and 
Means Committee should be increased 
to seventeen, and the Democratic con- 
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tingent reduced to eight. This division 
is more than justified by the fact that 
the Republicans have 301 members in 
the new House, while the Democrats 
have but 132. 

In the last Congress the Republicans 
had 15 members and the Democrats 10 
on the Ways and Means Committee, 
but several Democratic members were 
defeated, so it will not be necessary to 
remove any Democratic members from 
the Committee. The Republican mem- 
bership—which will be augmented by 
the addition of two more members as 
soon as the special session convenes— 
will have the framing of the new tariff 
and internal revenue laws, and is as 
follows: Joseph W. Fordney, Michigan, 
chairman; William R. Green, Iowa; 
Nicholas Longworth, Ohio; Willis C. 
Hawley, Oregon; Allen T. Treadway, 
Massachusetts; Ira C. Copley, Illinois; 
Luther W. Mott, New York; George M. 
Young, North Dakota; James A. Frear, 
Wisconsin; John Q. Tilson, Connecticut; 
Isaac Bacharach, New Jersey; Lindley 


H. Hadley, Washington; Charles B. 
Timberlake, Colorado; George M. 
Bowers, West Virginia; Henry W. 


Watson, Pennsylvania; Claude Kitchin, 
North Carolina; Henry T. Rainey, 
Illinois; Cordell Hull, Tennessee; John 
N. Garner, Texas; James W. Collier, 
Mississippi; Clement CC. Dickinson, 
Missouri; William A. Oldfield, Arkan- 
sas; Charles R. Crisp, Georgia; John 
F. Carew, New York; Whitmell P. 
Martin, Louisiana; Ernest W. Camp, 
Clerk. 


That Big Housing Shortage 


The Senate Committee on Recon- 
struction, of which Senator William M. 
Calder of New York is chairman, is 
in receipt of a report of a convention 
recently held in Chicago of the Na- 
tional Federation of Construction In- 
dustries at which the statement was 
made that the estimated shortage of 
homes in the United States is not less 
than 1,500,000. In addition, the coun- 
try needs 500,000 factories, 5,000 
schools and public institutions, 60,000 
apartment buildings, 20,000 theatres 
and churches, 150 freight and terminal 
sheds, 15,000 railroad stations, tool 
houses, and the like, according to 
President Daniel Crawford, Jr., of the 
Philadelphia Operative Builders’ Asso- 
ciation. 

Ernest E. Trigg, president of the 
Federation, offered a suggestion which 
was adopted, that each delegate take 
home an outline of a general project 
for consideration in each locality. This 
project calls for a joint conference of 
employers, employees, bankers, mer- 
chants, manufacturers and public offi- 
cials who are primarily interested in 
the building industry, at which the 
facts of the situation might be arrived 
at “with the resultant effect of reduc- 
tion of costs which are maintained at 
a high level through agreements or 
lack of competition.” 

Experts who have given attention to 
the problem of housing shortage have 
been perplexed of late because of re- 
ports which have reached Washington 
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to the effect that, notwithstanding the 
big deficit in houses, certain enterpris- 
ing concerns that have built homes of 
moderate size and apartment houses, 
on a speculative basis, are unable to 
dispose of them. 


Public Waiting for Lower Prices 


The Scientific Development Depart- 
ment of the Chamber of Commerce of 
the United States, after an investiga- 
tion of the matter, expresses the opin- 
ion that “belief on the part of prospec- 
tive buyers that last year’s high costs 
of houses cannot be maintained now in 
a falling market is one of the main rea- 
sons why housing companies have eh- 
countered difficulty in trying to dispose 
of new houses during the past six 
months.” 

This opinion is based on a survey of 
the activities of more than 200 cham- 
bers of commerce affiliated with the na- 
tional body which are now specially in- 
terested in ‘stimulating home building. 
The slack employment is another rea- 
son attributed by housing companies 
sponsored by local chambers of com- 
merce for the slump in the market. 
The survey shows that some companies 
are willing to sell immediately at a 
sacrifice; others anticipate only a tem- 
porary slump, and are holding the 
houses or renting them awaiting sales. 


Many Housing Corporations Launched 


The survey shows that fifty-seven 
housing and financing companies have 
started or completed the building of 
5714 houses, and have made plans for 
building 1000 more. In fifty other cities 
no housing companies have been cre- 
ated, but in many of them chambers of 
commerce have in various ways encour- 
aged and facilitated private building. 
The paid-up capital of forty-eight com- 
panies returning figures on the subject 
amounts to $11,863,141.50. 

A majority of the companies report- 
ing specified that they favored the plan 
of selling the houses rather than rent- 
ing them. 

Thirty-one companies reported hav- 
ing had difficulty in obtaining building 
materials. Many reported price reduc- 
tion during the last few weeks; thirty- 
three expected reductions in the spring, 
five were doubtful, and eight did not 
anticipate reductions. 

On the whole, the companies have 
been able to get plenty of labor; ten 
reported trouble, but three of these did 
not look for future trouble even under 
doubled or trebled production. Twenty 
companies reported no reduction in 
wages and twenty-seven said there had 
been or would be reduction in wages of 
common labor, at least. 


Are Retailers Profiteering? 


“Profiteering retailers are the chief 
remaining bar to a return to normal 
prices and the beginning of an era of 
unprecedented prosperity,” according to 
a statement issued by ex-Secretary of 
Commerce Alexander, just after he sur- 
rendered the Department to the custody 
of Herbert Hoover. Mr. Alexander an- 
nounced that he had hoped to return to 
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his Missouri farm to resume the occu- 
pation of “letting Lawyer Alexander 
support Farmer Alexander,” but Presi- 
dent Harding upset his calculations by 
selecting him as one of the Democratic 
members of the United States Shipping 
Board. Here is Mr. Alexander’s state- 
ment: 

“Manufacturers and jobbers have for 
the most part accepted lower prices and 
great groups of labor have in a self- 
sacrificing and heroic manner accepted 
reductions in wages. Retail merchants 
alone seem to persist in a conspiracy to 
keep prices for the consumer at a high 
level. 

“We know there have been some re- 
ductions in the prices of shoes and 
clothing. We also know that the re- 
ductions are wholly out of proportion 
to the big drop in the price of wool, 
cotton, and hides. The consumers’ 
strike has been the most effective 
method of bringing prices down, and 
it must be carried further with deter- 
mination and persistence. 

“Our own country is much better off 
than many other great nations and is 
now well on the way to recovery. We 
read that a group of Southern planters 
has sold a large quantity of cotton to 
Germany at a price above the home 
market and have already delivered part 
of the shipment, arranging transporta- 
tion themselves. 

“That is the spirit that will get the 
American farmer out of his present 
difficulties, not such feeble panacea as 
revival of the War Finance Corporation 
or the Fordney emergency tariff. We 
have played politics with prosperity. 
That is what the matter is with us 
now.” 


Trade Commissioners Busy as Bees 


The Federal Trade Commission is 
bowling along merrily with its policy 
of invoking the law under which the 
Commission was created to punish all 
forms of misrepresentation of merchan- 
dise, including those which, for several 
generations, have been penalized under 
the common law or have been made the 
subject of police regulation by State 
statutes. 

A few days ago the Commission is- 
sued a complaint citing an Illinois paint 
manufacturing company, charging un- 
fair competition in the manufacture and 
sale of a coal tar distillate called “tar. 
pentine,” which is capable of being used 
for some of the purposes for which tur- 
pentine can be used. 

“The complaint avers,” says the Com- 
mission, “that ‘tar-pentine’ so nearly 
resembles ‘turpentine,’ a resinous oil 
distilled from the sap of pine trees, 
that the public, under the conditions 
which ordinarily prevail in the trade, 
would be likely to be deceived by the 
name ‘tar-pentine’ and would be in- 
duced to purchase that product when 
turpentine was desired, on the belief 
that the products were similar or that 
‘tar-pentine’ was a substitute for tur- 
pentine. Thirty days are allowed for 
filing answers, and April 3, 1921, or as 
soon thereafter as the case can be 
reached on the calendar, has been set 
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as the time for trial on the merits.” 
A Novel Patent Controversy 


An entirely new departure has been 
taken by the Commission involving a 
new class of cases which have arisen 
under the laws authorizing the seizure 
by the Alien Property Custodian of cer- 
tain German patents and the licensing 
of American concerns by the Federal 
Trade Commission to make and sell the 
goods covered by such patents. In a 
test case the Commission has filed a 
complaint that will be followed with 
great interest in many lines in view of 
the fact that a large number of Ger- 
man patents were taken over by the 
United States during the war. 

In the case in question, after seizure 
of the patent, the Federal Trade Com- 
mission licensed three American houses 
to manufacture certain drug prodycts 
covered thereby. These three concerns 
invested considerable capital and de- 
veloped a substantial business in the 
products referred to. 

Subsequently the Alien Property Cus- 
todian, pursuant to the law that Con- 
gress passed to fit such transactions, 
sold the German patent to another 
American concern. Forthwith the pur- 
chaser of the patent began a compre- 
hensive advertising campaign, claiming 
to be the sole owner of the patent in 
question and claiming that no one else 
could make the genuine products under 
such patent. 

The Commission takes the position 
that the three original licensees were 
granted rights by the licenses issued 
to them which the purchaser of the 
patent from the Alien Property Custo- 
dian must respect, and that, in buying 
the patent, the rights they acquired 
were subject to the licenses previously 
issued by the Commission. Under 
these circumstances, therefore, the Com- 
mission holds that the advertisements 
of the concern which purchased the pat- 
tent are “false and misleading, and 
have induced the public to refrain from 
purchasing from the licensees of the 
Commission.” 


John S. Campbell Dead 


John S. Campbell, Sr., owner of 2 
hardware store at Butler, Pa., died re- 
cently at his home there. Mr. Camp- 
bell was born in Butler, and received 
his early education there, He was a 
graduate of the Westchester Military 
Academy, Westchester, Pa., and was 
president of the Butler Savings and 
Trust Company, and was also identified 
with other industries there. He is sur- 
vived by his widow and two sons. 


New Office for Packard 
Electric Co. 


The New York office of the Packard 
Electric Co., manufacturer of Packard 
Transformers and Packard Starting, 
Ignition and Lighting Cable, have 
moved into its new quarters in the 
Printing Crafts Building, 461 Eighth 
Avenue. J. Ed. Erickson, manager for 
the New York district, is in charge. 





























Hardware Men Beginning to Talk Incubators and Brooders—Unique 





Phonograph Ad—Other Selling Ideas Used by Live Merchants 


After Incubator and Brooder Business 
No. 1 (2 cols. x 9 in.) 


Spring being just around the cor- 
ner, it is time now to use some space 
for advertising your line of incubators 
and brooders. In looking over ads dur- 
ing the past week, we are in a position 


INCUBATORS 


At the J. G. DEPREZ CO.’S Big Busy Store 
| Incubators Are a Money Making Investment 





SURBEHATCH INCU 
BATORS are all that the 
name implies. Made of sea- 
soned wood and double 
lined The hot water sys- 
tem is made of copper and 
tested against leaks. You 
get a good hatch of strong 
chicks in a SURE-HATCH. 
Hundreds of SURE-HATCH 
incubators in use in Shelby 
tounty. 








100-egg Sure-Hatch Incubato: __........-.-------- $25.00 
|| 150-egg Sure-Hatch Incubator .-_.........-----.-- 30.00 
200-egg Sure-Hatch Incubator .__..- 36.00 


NU-LABEL ALL METAL INCUBATORS 
Made of metal. -- Heated by hot water, Tried and proved 
satisfactory. These incubators have sold well and have been 
tested aa wood hatchers by many customers. 
75-egg Nu-Label All Metal Incubators. _.-....... ..$18.00 
100-egg Na-Label All Metal Incubators. ...........- 25.00 
160-egg Nu-Label All Meta) Incubator 





COAL AND COAL OIL BROODERS 


Save your thicks after 
you hatch them. A Coal or 
Coal Oi] COLONY BROOD. 
ER will doit. These brood 
ers with their galvamzed 
hood will make healthy 
chicks 
Coal Brooders. -. 
Coa) Oil Brooders. 


The J. G. DePrez Co. 


18-20 PUBLIC SQUARE 





316.0) 
18.00 





Shelbyville’. Greatest Store 














Incubators and brooders well described 


to inform you that a large number of 
hardware dealers are starting after in- 
cubator business. 

Here is an ad used by the J, G. De- 
Prez Co., Shelbyville, Ind. The writer 
of the ad begins his story with the at- 
tractive statement that incubators are 





a “money-making investment.” Then 
he gets down to details as regards the 
machine and follows up his advantage 
with styles and prices. Not any words 
wasted in this announcement. 

The second half of the ad is devoted 
to brooders burning coal and coal oil. 
These brooders are described briefly 
and styles of coal and oil brooders 
listed with prices. 

We feel that an early start made in 
advertising incubators and _ brooders 
will result in better business later than 
if no newspaper space were devoted to 
these articles at the present time. 

Notice that this ad states that hun- 
dreds of the brand of incubators adver- 
tised are in use in Shelby County. It is 
very important to make such a state- 
ment if you can consistently do so. 

Arousing Curiosity 
No. 2 (2 cols. x 10 in.) 

Advertising men have developed the 
art of arousing curiosity to a fine point. 
Witness the De Prez ad on Edison pho- 
nographs. This is a curiosity appeal 
pure and simple, and it is so well done 
that one can hardly resist replying to 
the ad and finding out what the mys- 
terious black segment with its question 
mark means. Especially so, when the 
solution promises to make easy the pur- 
chase of an enjoyable musical instru- 
ment for the home. 

Just what this particular budget plan 
is we don’t know, but there has been 
so much advertising of family budget 
books and ideas that the advertising 
man has certainly hit upon a popular 
line of attack, and no doubt he has so 
changed a budget plan as to point out 
how easily a machine may be pur- 
chased. 

Anyhow, we are glad to show you the 
ad as an illustration of how effective a 
a curiosity appeal may be. 


A Newcomer in the Store Paper Field 
No. 3 (9 # 12 in.) 


“The Nampa Booster,” published by 
the Christenson Hardware Co., Nampa, 
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Idaho, is a new visitor to our desk, and 
we want to congratulate the Christen- 
son folks upon the fine appearance of 


How to get a 


NEW EDISON 
out of your dollar 


Do you know how to squeeze a dollar? 


Wedo. We'll show you 


Our Badget Plan, through thrift and system, 
applies the squeeze to your dollar. Shows 
you how you can get that longed-for New 
Edison right away. It looks like money- 
magic. Actually, it's common-sense. Let 
us tell you all the details. 


THE J. G. DEPREZ CO. 
18-20 PUBLIC SQUARE 
SHELBY VILLE’S GREATEST STORE 











A novel way of selling phonographs 


the initial number of their new store 
ambassador. 
“The Booster” boasts eight generous 





Wh Rib ig cine Bema oh Ne 


ee 


HARDWARE AGE 





BOOSTER| 











VOL. i. 





"NAMPA, IDAHO, FEBRUARY, 1921. “NO 1. 





How Do You Like Our 
New Store News? 


This is the first issue of our Store News. It 
will come out once every month, and there is no 
subscription charge. It’s free. 

We are in this way extending our services to 
you so that we may know each other better and 
be better friends all the time. Of course you’re 
‘interested in the things you buy and use every 
day, and in this little publication we’ll be able 
to tell you a lot more about what we have to sell 
than in any other way. 

But it won’t all be shop talk, we promise you. 
Vur special columns will be filled with items of 
information that we know will interest you. 
And also we shall be able to help you with 
publicity in several ways, one of them being 
the Free Want Ad column. We want everybody 
to use this service freely. If you want to buy, 
sell or trade; if you’ve lost or found something, 
this column will make your wants known 
throughout the Nampa trade territory. 

There will be lots of recipes and household 
hints for the housewife—how other women meet 
the samé problems that you have to meet. 

We shall not neglect stories and incidents of 
general interest to everybody in the community. 
We want you to help us out now and then with 
personal items about weddings, parties, births, 
and such. 

This is your paper. We want you to like it, 
from editorial to joke column. ~Drop us a line, | 
any time. Address Editor, the Nampa Booster, | 
care of Christenson Hardware Co. ” 











‘ 





Christenson Hardware Store 


Shows Rapid Growth 


It is hard to believe that we have had this 
store only ten months. 

In that time we have gained many friends 
and sold a lot of hardware. We have stuck to 
our ironclad rule—to satisfy every customer. 
We went into business to please people and 
we have made-that our principal aim. 

The completeness of our stock has brought 
us a great many customers. We carry every- 
thing that a hardware store is se to 
handle, and some more things besides. When 
we see a chance to afford our customers a 
convenience by handling some special article 
or line we take it. And we are always glad to 
have our patrons tell us how to improve our 
store service, whether it’s by adding new lines 
or 
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and a column is devoted to hints to 
housewives. 


A Business-Getting Circular 
No. 4 (8% 2 11 in.) 

The American Hardware Stores, Inc., 
Bridgeport, Conn., sent us a unique cir- 
cular, which is reproduced. We haven’t 
seen anything just like it lately. Take 
a look at the 16 panels surrounding 
the well-written talk to shavers and 
you'll agree with us that this circular is 
many-sided in its appeal. 

The one thing we don’t like about it 
is the heading used for the shaving 
panel. It looks like the head for the 
entire circular and it is not, and there- 
fore misleading unless the adman fig- 
ured that the women folks would read 
it anyhow just because they were asked 
not to indirectly. 

The panels certainly list a wealth of 
material. It will pay you to glance over 
this circular carefully. 


Publicity Items 


We were very glad to welcome “The 
Messenger” back to our desk. “The 
Messenger” is a well-edited store paper 
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A new store paper 


pages and the last page offers a unique 
mailing idea to editors of other store 
papers. The paper is folded twice, and 
in the bottom one of the three divisions 
thus made the Christenson company has 
ruled off an address panel. Plenty of 
blank space is left to address either by 
hand or with typewriter, and to the left 
of the panel is a block of instructions 
to the postmaster to the effect that re- 
turn postage will be sent in the event 
of the paper not being delivered. On 
the right is printed the local mailing 
permit, which makes a stamp unneces- 
sary except when mailing at a distance. 

Read the opening editorial on the 
page reproduced and you will get a 
very good idea of what “The Booster” 
has in store for its readers. 

A page is devoted to humor, and in 
connection with this page we suggest 
spacing the jokes and anecdotes. They 
are hard to read when spaced close. 

The Christenson company makes use 
of a hardware cut service, and these 
cuts liven up the text matter wonder- 
fully. Keep it up. Recipes are given 





“Twas Said:— 


Good, absent-minded old Dr. 
Wilder was greatly dependent upon 
his practical wife. One “morning 
Mrs. Wilder sent up an announce- 
ment after he had entered the pulpit 
with a foot-note intended to be 
private. 


“The Women's Missionary So- 


ciety.” he read aloud, “will meet 
Wednesday afternoon at the home 
of Mrs. Brown, three o'clock sharp. 
Your necktie is crooked; please 
straighten toward the right.” 
Absentmindedness has no place in a 
modern successful store, for tho’ un- 
intentional, it is the, cause of many 
mistakes and poor service. 
You'll find us always alert—ready to 


serve you promptly and_ efficiently 
whether your purchases be large or 
small 

Good Hardware and good service costs 


no more—Why not do your shopping 


here and get it? 


WESTERN ELECTRIC 
DISHWASHERS 


$110.00. 


Balcony. 


METAL HOT WATER BOTTLES 
Everyone | shoul 


own one of these 
very handy and satisfactory hot wate: 
bottles. 
$1.50 to $3.50 
Main Floor 








For HEALTH and BEAUTY 
ELECTRIC “VIBRATORS 


$20.00, $22.50, $25.00 


Balcony 








DO YOU NEED? 
Window Cord 
Pulley Line 
Clothes Line Pulleys 
Let us fill your requirements. 
ain Floor. 


It's up to a man to tell of the goc 
that’s in him—his wife will fill in = 
blank spaces. 








TORRINGTON CARPET SWEEPERS 


A real carpet sweeper that will do 
the work for any thrifty housewife 
Built for service. 


$7.50 to $10.00. 
Third Floor. 











Sleep in Safety and Security— 
BURGLAR PROOF VENTILATING, 
BOLTS FOR WINDOWS 
25 and 50 each. 

Main Floor. 








PLAIN AND COLONIAL 
MONARCH ALUMINUM CAST 
TEA KETTLES 
$6.00 and $8.00 each. 





WINTER ISN’T OVER! 
Don't take chances! Slippery roads 
are treacherous. 


USE WEED TIRE CHAINS 
All Sizes, 
Main Floor. 








It is easy to rid yourself of aches 
and pains wit 


ELECTRICAL MEDICAL BATTERIES 


Balcony. 











AMERICAN HARDWARE STORES, Third Floor. 
Incorporated 
GET YOUR A little- time and money expended in 
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s 
HERE FOR THE HOLIDAYS 
$2.00 to $20.00 


Balcony. 


the right direction will make your auto- 
mobile worth a great deal more. 

Cushion Dressing Auto Paint 90 pt. 
Top Dressing 90 pt. 


JEFFERSON REPLACEMENT COILS 
For Any Ignition 
$8.00 to $10.00 
Main Floor, 





Main Fioor. 




















DON'T WASTE HEAT! 
Cover your pipes with 


Rear Main Floor. 


ELECTRIC WARMING PADS are a 
reat comfort in sickness and health. 
eae and dependable. 


$12.00 to $15.00 
Balcony. 











Protect your home from draughts! 
WEATHERSTRIP 
peceges rubber edge 
Botton Door Strips 
Third Floor. 











Our old friend, The Eagle 
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published‘ on and off by the Weinhold 
Bros. Hardware Co., Kansas City, Kan. 
It used to be “The Commercial Bulle- 
tin,” and we think the new name is a 
great improvement. The editorial page 
of “The Messenger” is as well written 
as that of a newspaper and is a big 
factor in making this store paper a 
force in the community as well as a 
business booster for the Weinhold com- 
pany. 

The Haynes Hardware Co., Emporia, 
Kan., has just sent us a finely illus- 
trated seed catalog with exceedingly at- 
tractive colored covers. Charles L. 
Haynes says that this catalog will go 
into every farm home within a radius 
of forty miles from Emporia. The cat- 
alog also contains pages on various 
items of hardware. These books are 
sometimes furnished by seed concerns 
and imprinted with the local dealer’s 
name. It will pay you to inquire about 
the idea. Mr. Haynes tells us that he 
gets a number of good suggestions from 
this department every week. 

B. E. Bowman of the Allott Hard- 


HARDWARE AGE 


ware Co., Alliance, Ohio, sent us his 
firm’s February circular. Mr. Bowman 
says this circular was mailed largely 
to women and it features such mer- 
chandise as aluminum ware, linoleums, 
electrical supplies, glassware, food 
choppers, kitchen sets and lunch kits. 
A designed heading is used for the cir- 
cular and it shows up well. The circu- 
lar’s typography is unusual. It makes 
use of newspaper heads and the effect 
is that of a section of a newspaper. 
Altogether, we say the Allott people 
have a very effective piece of adver- 
tising matter. 

“McCue’s Mercantile Bulletin” for 
February arrived with its wealth of 
hardware items, and this hustling store 
paper looks as good as it ever did. The 
“Bulletin” is published by the McCue 
Mercantile Co., Lamar, Col. 

M. J. Molans, adman for Cohen’s, 
Uniontown, Pa., sent us a removal no- 
tice which is well planned and executed. 
Cuts of the old and new buildings were 
shown in the ad, and this always im- 
presses a customer of your community. 





Drastic Action Proposed 


Trade Journals Included in Sweeping 
Appeal of Department of Justice 


WASHINGTON.—Similar in many 
respects to the Memphis hard- 
wood lumber case, now pending 
decision in the Supreme Court, 
the Department of Justice has filed 
a bill in equity in the District Court 
of the United States in St. Louis 
against the Southern Pine Associa- 
tion, and others, including lumber 
trade journals. It is based on a re- 
port compiled by the Federal Trade 
Commission and charges violation 
of the Sherman anti-trust act, al- 
leging combination and restraint of 
trade. The petition claims that lum- 
ber interests urged curtailment in 
the production of lumber in order to 
maintain prices, and issued price 
sheets of a misleading character, 
statistics as to production, stocks on 
hand, etc. Trade journals are made 
a party to the proceeding for having 
carried material of this kind in their 
columns. 

An idea of the drastic character 
of the petition is denoted by the 
request for a preliminary injunc- 
tion. It is asked that the defend- 
ants be enjoined, among other 
things, from compiling, printing, or 
distributing any further reports or 
charts, etc., concerning production 
of lumber, costs, lists of prices based 
on such reports, “or any other lists 
of prices,” except lists independ- 
ently compiled by the several de- 
fendants. Also it is sought to pre- 
vent further meetings of the South- 





ern Pine Association. Then it is 
asked that a permanent injunction 
be issued. 

The upholding of contentions of 
the kind made, it is held, would not 
only prevent all trade associations 
from issuing figures as organiza- 
tions which are of vital importance 
to the respective trades but would 
prevent trade journals from carry- 
ing information coming from the 
trade regarding markets, produc- 
tion, costs, etc. In other words, 
this attempt to bridle the press, re- 
gardless of its constitutional privi- 
leges, if successful, would deprive 
trade journals of the right to pub- 
lish statistics, charts, diagrams, 
etc., of extreme importance to their 
readers. Trade associations organ- 
ized for the purposes of gathering 
in the most harmless way to discuss 
topics of the greatest concern would 
be rendered useless and be nothing 
more than social affairs by being 
denied the right to exchange views 
and information that would be of 
aid to industry and consumers alike. 


The Lincoln T. Kauffmann Co., 150 
Chambers Street, New York, has been 
organized by L. T. Kauffmann and L. M. 
Schwartz to act in the capacity of sales 
agent for manufacturers of automotive 
equipment. 

This new organization will represent 
Manning J. Smith Belting Co., Newark, 
N. J.; Holley Mfg. Co., Newark, N. J., 
and the Motorware Mfg. Co., New York. 
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Coming Hardware 
Conventions 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 


rillo, Tex., May 9, 10, 1921. Troy 
Thompson, secretary-treasurer, Del- 
heart, Tex. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel. 
T. W. Dixon, secretary-treasurer, 
Charlotte, N. C. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., May 11, 12, 13, 1921. Hotel 
headquarters, Marlborough-Blenheim. 
F. D. Mitchell, secretary-treasurer, 
4106 Woolworth Building, New York 
City. 

SOUTHERN HARDWARE JOBBERS’ AS- 
SOCIATION CONVENTION, Atlantic City, 
N.J., May 11,12,13,1921. Hotel head- 


quarters, Marlborough-Blenheim. John 
Donnan, _ secretary-treasurer, Rich- 
mond, Va. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee, Convention and Ex- 


hibition, Atlanta, Ga., May 17, 18, 19, 
20, 1921. Walter Harlan, secretary, 
701 Grand Theater Building, Atlanta, 
Ga. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Great Southern Hotel, Gulfport, June 
14, 15, 16, 1921. E. R. Gross, secre- 
tary, Agricultural College. 

NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Louisville, Ky., 
June 20, 21, 22, 23, 1921. Headquar- 
ters, Seelbach Hotel. Herbert P. 
Sheets, secretary, Argos, Ind. 


Charles L. Comfort Dead 


Charles L. Comfort, for nearly 
forty years a salesman for Sargent & 
Co. in the metropolitan district of New 
York, died after a short sickness March 
2 at his residence, 130 West 104th 
Street, New York, at the age of sixty. 
Mr. Comfort was well, known to the 
hardware trade in and around New 
York, and was for a number of years 
an active member of the Hardware 
Boosters. He was born at Montgom- 
ery, Orange County, N. Y. 

For eighteen years he was a mem- 
ber of Company F of the Seventh Regi- 
ment, N. G. N. Y., and it was said that 
he never missed a roll call during the 
period of his enlistment. He was also 
for many years a member of the Mar- 
ble Collegiate Church, where funeral 


services were held March 4. Interment 
was at Montgomery, N. Y. 
The plant managers of the New 


York and northern New Jersey sections 
of the National Varnish Manufacturers 
Association was held Thursday, Feb. 24, 
1921, with Frank Schumann of the Hilo 
Varnish Corp. presiding. 
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Philadelphia Holds Annual Meeting 


C. Richard Watson Elected President for Coming 
Year—Membership Now Nearly 800 Hardware Men 


president of the Philadelphia 

Hardware Association March 
9 at the thirty-seventh anniversary 
of the founding of the organization, 
will assume office at the April meet- 
ing of what is now believed to be the 
largest local hardware association in 
the United States, it being announced 
by the retiring president, Harry D. 
Kaiser, that the membership now 
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C. Richard Watson, elected president 


numbers more than 750 men actively 
engaged in some phase of the hard- 
ware business in the environs of 
Philadelphia. 

Of the rest of the ticket, Howard 
W. Shaw was elected vice-president, 
James M. Rose and Harry C. Wilkin- 
son were re-elected secretary and 
treasurer respectively, Harry D. 
Kaiser was elected member of the 
Board of Trustees and Louis C. Glad- 
ing and Aaron I. Sanson, Jr., known 
as the “watchdogs of the treasury,” 
were re-elected trustees. 

Twenty-seven new members were 
elected to membership, bringing the 
total up to more than 750, the mark 
set by ex-President Kaiser as the goal 
to be attained for the thirty-seventh 
anniversary. Frank J. Featherston, 
chairman of the membership banquet 
committee, stated that the date of 
the banquet will be announced in the 
near future as soon as proper ar- 
rangements had been made. Howard 
W. Shaw, who had charge of the as- 
sociation expenses during the Penn- 


sylvania and Atlantic Seaboard As- 
sociation Convention, reported a 
small deficit which was quickly made 
up by voluntary contributions. James 
M. Rose, secretary, reported eighteen 
new applications for membership to 
be passed on at the April meeting. 


Sanson and Glading Elected 


Just before the time for the ballot- 
ing of officers, Aaron I. Sanson, Jr., 
past president and trustee of the as- 
sociation for many years, withdrew 
his name from the ticket and was 
followed also by Louis C. Glading. C. 
F. Geissler arose and in a stirring 
talk urged the association to elect 
both Mr. Sanson and Mr. Glading, 
even though they should resign im- 
mediately after the election. As a 
result of the somewhat turbulent dis- 
cussion that followed both of the can- 
didates allowed their names to stand 
and were swept into office by a large 
vote. 

One of the many interesting fea- 
tures of the meeting was when Presi- 
dent Kaiser called on many of the 
past presidents to give personal ac- 
counts about the growth and devel- 
opment of the association. Ten of 
the former presidents spoke and told 
how the association grew by dint of 
careful nursing and perseverance. H. 
L. Stortz, president in 1892, was un- 
able to be present, but sent a letter 
that caused a good deal of amuse- 
ment when it was read by Secretary 
Rose. Mr. Stortz wrote in part: 

“As an apprentice under the able 
supervision of our very dear ex-sec- 
retary, Tyler B. Hendrickson, with 
the old firm of Heaton & Denckla 
Hardware Co., I was initiated into 
the mysteries and technicalities of 
the hardware business. I remember 
being sent from the basement to the 
top floor in search of a dozen brass- 
bound bungholes and a gross of half- 
round second-cut bastard saw files— 
this was my first step in the noble 
brotherhood of hardware handlers. 
After that, traveling in the ‘Valley 
of the Shadow of Discounts’ became 
a habit, nay, it developed into a 
mania. I read hardware catalogs, 
trade journals, price lists daily—fig- 
uring discounts such as 90-10-10-10 
and 5 on jail padlocks—was merely a 
side plug of mental gymnastics. At 
night I dreamt of carriage bolts, ma- 
chine bolts, rim and mortise locks 
and screws. However, as ‘Dooley’ 
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said, ‘Them was the happy days.’ 
“Those were the days when a few 
far-sighted intrepid leaders in the 
trade organized the Philadelphia 
Hardware Association. My com- 
panionship with the men of those 
days . . . our old treasurer, Geo. 
Weber of Weber Bros., Paul Devitt, 
his brother Abe Devitt, Ed. Shannon, 
Gildermeyer, S. S. Rasser, Louis 
Glading, Aaron Sanson, Harry Sie- 

















James M. Rose, secretary 


ger, T. B. Hendrickson and many 
others, all good fellows, tried and 
true—will ever be a happy memory. 
There were many struggles, at times 
we could hardly summon a corporal 
guard to our meetings, but ‘perse- 
verance prospers,’ and the result is 
the big, healthy, boosting organiza- 
tion you enjoy to-day. 

“Continue your good work. Be 
tolerant. Pull together and nothing 
you undertake will fail.” 

The past presidents who spoke 
were: A. L. Devitt, L. C. Glading, 
Aaron I. Sanson, Jr., C. F. Geissier, 
C. L. Ogborn, W. R. Wheaton, S. S. 
Eldrige, T. C. Wimer, James L. La- 
mont, J. G. Esmonde, Grant Wylie. 


Mr. Watson’s Career 


C. Richard Watson, elected presi- 
dent for the ensuing year, is a promi- 
nent Philadelphia hardware man. He 
entered the hardware business as 4 
boy of 16 in 1880 with the firm of J. 
B. Shannon and worked his way up 
the ladder until he had charge of the 
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contract order department of his firm 
at the time of its incorporation in 
1908 as the J. B. Shannon Hardware 
Co., Inc. He then became director 
and general manager of the company, 
which position he still holds. Mr. 
Watson was born on a farm near 
Glassboro, N. J., and is a member of 
several fraternal and business asso- 
ciations in Philadelphia. He is sec- 
retary of the Shield of Honor, a di- 
rector of both the Chestnut Street 
Association and the Master Builders’ 
Exchange, first vice-president of the 
Sherwood Improvement Association 
and. chairman of the Philadelphia 
Park and Forestry Commission. 

The vice-president of the associa- 
tion, Howard W. Shaw, is vice-presi- 
dent of the F. C. Goodwin Co., Ger- 
mantown, Pa., and also attained his 
present position by working his 
way up the business ladder from the 
position of driver. He is an active 
association worker and a member of 
the Artisans Order of Mutual Pro- 
tection and the Improved Order of 
Redmen. He was born at German- 
town, Pa. 


HARDWARE AGE 


James M. Rose, re-elected secreé- 
tary of the association, is well known 
in hardware circles both as an in- 
ventor and salesman. At present he 
has a number of patents pending on 
hardware specialties and is a manu- 
facturers’ representative in Phila- 
delphia for a number of hardware 
lines. He served during the war as 
captain of E Company, 110th In- 
fantry, and saw extensive service on 
the Western front with the 28th Divi- 
sion. He is at present captain of his 
former company in the National 
Guard of Pennsylvania, and is also 
indirectly active in local politics. He 
is a member of Mitchell Lodge 296, 
F. and A. M., and is chairman of the 
instruction committee of his Masonic 
fraternity. He is also a member of 
the American Legion and a distin- 
guished and forceful public speaker. 

The thirty-seventh anniversary 
meeting of the Philadelphia Hard- 
ware Association was the largest in 
point of attendance in the history of 
the organization. After the adjourn- 
ment a special entertainment was fol- 
lowed by a buffet supper. 





Navigating the Business Seas 
“Shove Off—Go Somewhere” Is Excellent 


Advice 


to Salesmen 


at This Time 


By A. K. Trout 


HAPPENED the other day to be 
passing a Navy Recruiting Sta- 
tion when a poster reading, read- 

ing as follows, caught my attention: 
“Join the Navy—Shove Off—Go 
Somewhere.” 

I believe that this would in part 
be a good motto for every salesman 
to bear in mind—“Shove Off’—for 
it certainly follows that if one has 
once “Shoved Off” he certainly must 
be headed for “Somewhere.” What 
better place could a man be headed 
for than the “Harbor of Success.” 
This is the only safe harbor in the 
business world, and you can take it 
from me there is plenty of docking 
space available for all who are capa- 
ble enough navigators to steer their 
ships of fate up life’s tempestuous 
seas to this haven. 

It makes no difference whether you 
are a Mauretania or a Leviathan— 
you will always find ample water in 
this harbor—your keel will never 
scrape bottom here, no matter how 
much water you may draw, for this 
is the place and home of big things, 
and those that can conceive and ac- 
complish big things. This place is 
only for the fellow with a punch, the 


hole of the “Business Bear Cat.” 

What makes a man successful? A 
combination of things chiefly, know]l- 
edge, industry, honesty, loyalty, cour- 
age and ambition, for without these 
fundamentals you can accomplish 
nothing. Salesmanship is a business 
profession, equally as difficult to mas- 
ter as the law or medicine. It has 
its never-ending problems and is a 
never-ending study of human nature, 
merchandise and general business 
conditions. A salesman is a profes- 
sional man—his position in life is a 
dignified one and ranks equal with 
any successful man of any other pro- 
fession. The “order taker” is not a 
salesman and cannot be compared 
with a salesman any more than a flea 
can be compared to an elephant— 
about the same relationship exists 
between them—one is a parasite that 
exists on the other. A salesman must 
be carefully trained, but in order to 
be carefully trained he must place 
himself in the hands of a competent 
instructor and never cease studying 
his merchandise and all conditions 
surrounding the places where it is 
gold and manufactured. He must have 
initiative—he must help himself, for 
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if he would arrive in that “Harbor 
of Success” he must make the first 
effort of the journey by “Shoving 
Off,” then guide his ship by the 
knowledge of the past and careful 
calculation as to the future so that 
he may avoid the rocks and shoals 
that are still uncharted in life’s busi- 
ness sea. 

A man can rise just as big in his 
business life as his mentality—not 
one bit beyond that can he go. So, 
therefore, if a man will school him- 
self to think big and act big, it fol- 
lows, just as sure as night follows 
day, he will soon begin to accomplish 
big things. Your limitations are 
within your own mental vision. It is 
up to you, Mr. Man, as to whether 
you are a “Yellow Dog” or a “Bear 
Cat” in the business world. It is 
up to you, Mr. Salesman, whether you 
are a “tramp ship” or a “Leviathan,” 
and if you are a “Leviathan,” are you 
capable enough navigator to land 


your ship in the “Harbor of Suc- 
cess”? 

It is up to you, my friend. 
“SHOVE OFF —GET SOME- 


WHERE.” 
Chicago Club Limit 

The Hardware Club of Chicago is 
revising its by-laws and will close its 
roster with 225 active 
members. There are now 216 active 
and a similar number of associate 
members. President A. Vere Martin 
and the board of governors have au- 
thority to extend the 225 limit if the 
waiting list justifies it. It is believed 
that before the restriction becomes ef- 
fective many applications for member- 
ship will be received. The club is for- 
tunate in having a three years’ lease- 
hold at a figure less than one-third of 
the rental per square foot now being 
asked by the owner. 


Likes Loyalty Idea 


“One of the letters in the HARDWARE 
AGE, written by the sales manager to 
his men, described the importance of 
loyalty, quite right, I think,” said Her- 
man H. Dignan, Owosso, Mich., hard- 
ware dealer, in a well received address 
at the recent Michigan convention. “The 
sales manager said something like this: 
‘If a know a man who is 100 per cent 
efficient and 60 per cent loyal he is due 
for the exit, but if I know a man 
who is 100 per cent loyal and 60 per 
cent efficient he is due for a raise.’” 

Mr. Dignan impressed on his brother 
hardware men they should be loyal to 
the community, loyal to their employees 
and take a leading part in every good 
movement. He also urged every em- 
ployer to exact full loyalty from his 
workers. 
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MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 














Office of HARDWARE AGE, 
239 West 39th Street, 
New York, March 14, 1921. 

ROBABLY the most pleasing news 
Prrines in a survey of the local 

hardware market of the past week 
is the report of jobbers that spring 
merchandise already delivered equals 
30 per cent of the average total of 
sales during any one of the past few 
years. The retail dealers in turn have 
sold a fair quantity to customers. Orders 
on the books of wholesale houses show 
that the goods delivered represent only 
a portion of the sales received on spring 
items. Some local authorities con- 
sider the early delivery as a real indi- 
cation that business in the next few 
months will be very good, as retailers 
expressed satisfaction. at receiving 
their shipments, some on orders given 
last fall. 

Within the city limits the retail 
dealers are reported as reluctant to buy 
large orders of spring goods, even 
though they all seem to expect a heavy 
consuming demand. It is thought by 
jobbers that these city dealers have 
gotten in the habit of relying upon 
accessibility of the jobber’s stock and 
the speed of city delivery to bear them 
up in a pinch. Some wholesalers have 
warned their trade not to wait too long, 
as there is no assurance that stock will 
be adequate if the demand increases 
perceptibly. 

Salesmen traveling for local whole- 
sale houses are sending in real good 
orders for spring goods and for staple 
items. An actual improvement is re- 
ported in out-of-town sales. These 
outside men are reporting optimism 
from their dealer customers who feel 
that business is improving. 

The following price changes repre- 
sent the more important revisions of 
the past week: 


Nicholson files now take a discount of 50 
and 5 per cent. Jenning’s pattern bits are 
quoted list net. Nut augers, 2 in. and 
smaller, take a discount of 10 per cent. 
Witherby chisels have declined about 10 per 
cent. Socket firmer chisels are now quoted 
at 50 per cent off. 


Bolts’ and Nuts—Two or three 
months ago smaller sizes were slightly 
scarce with some jobbers. General 
stocks are now adequate. The demand 
is very light. Prices are firm. 


Common Carriage Bolts.—%* x 6 and 
smaller, 40 and 5 per cent; longer and 
thicker, 40 and 5 per cent; machine bolts, 
all sizes, take a discount of 40 and 5 per 
cent. Stove bolts, 70 and 10 per cent; com- 
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mon tire bolts, 50 per cent; sink bolts, 70 
per cent. 

Hexagon machine screws, nuts, iron, 20 
per cent. Brass, 4/32 to 8/32 in., 50 and 10 
per cent; 10/32 to 12/32 in., 40 per cent; 
14/32 in., 30 per cent; Lock washers, 40 per 
cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 50 and 10 per cent; % and larger, 
50 and 10 per cent. Lag screws, 45 per cent. 

Toggle bolts, steel, bright finish, 50 per 
cent. 

Iron rivets, 35 and 5 per cent; copper riv- 
ets, 50 and 5 per cent; black tinners’ rivets, 
35 and 5 on new list; tin tinners’ rivets, use 
black list plus $7.25 per 100 Ib. 


Clam Hooks.—A few calls are re- 
ceived for this class of goods, which 
will probably be more in demand in 
the spring. There is no indication of 
any shortage. 


Clam hook or digger, solid steel, 4 flat 
tines, 26-in. handle, gold bronzed finish 
shank, $11.92 per doz. net. Same, solid 
steel, 6 round tines, 26-in. handle, gold 
bronzed finish shank, $14.95 per doz. net. 


Farming Tool Handles.—The mild 
weather may have been the inspiration 
which caused dealers to show more in- 
lerest in farming tool handles. Jobbers 
are fairly well supplied, and prices are 
firm. 


Hay fork handles, bent, 5 ft., $5 plus 5 
per cent; 6 ft., $7.70 plus 5 per cent; hay 
fork handles, straight, 5 ft., $4.20 per doz. 
plus 5 per cent; 6 ft., $6.70 per doz. plus 5 
per cent. 

Long handle manure fork handle, $4.40 
per doz. plus 5 per cent; wooden D manure 
fork handle, $6.90 per doz. plus 5 per cent. 
Six-ft. rake handle, $6.20 per doz. plus 5 
per cent. 

Shank rake hoe handle, $3.40 per doz. plus 
5 percent. Spade handles, $7.10 per doz. plus 
5 per cent. Malleable D spading fotk han- 
dle, $5.75 plus 5 per cent. Wooden D spad- 
ing fork handle, $6.90 plus 5 per cent. 

Farming tool handles generally are quoted 
in this section at discount plus 5 per cent. 
Pick, sledge, hammer and hatchet handles 
are quoted discount plus 5 per cent. Axe 
handles, discount plus 60 per cent. 


Fly Swatters. — Interest increases 
with the coming of spring. There is 
no reason to believe that swatters will 
be scarce. Prices are firm and may 
continue so. 


Fly swatter, wire mesh cloth, 4% x 8 in., 
stained bass wood handle, 55c. per doz. net. 
Same, corduroy bound, wood handle, 70c. 
per doz. net. Wire cloth fly swatter, black 
enamel handle, 85c. per doz. Tempered 
steel wire swatter, black wood handle, 14% 
in. over all, 90c. per doz. net. Baby fly 
trap, galvanized wire cloth, tin cover and 
base, height 5% in., diameter 4 3/16 in., 85c. 
per doz. net. 

Galvanized Ware. — Jobbers have 
ample stocks, but business is very dull. 
Buyers are interested in single sheets 
or single bundles, where formerly 6 to 
a dozen bundles were bought regularly. 
Another drop is announced on galvan- 
ized pails and washtubs, as will be 


noted in bold face type. 
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Galvanized sheets, No. 28 gage, is quoted 
at $6 to $6.50 per 100 Ib. 

Galvanized pails, 8 qt., $2.85; 10 gt., $3.20; 
12 qt., $3.50; 14 qt., $4; 16 qt., $4.80. Prices 
are for 1 doz. 

Galvanized wash tubs, No. 1, $13.70; No. 
2, $15.20; No. 3, $18; all per doz. 


Garden Hose. — Among items of 
spring merchandise, garden hose is 
found to be a big item, and is expected 
to be a good seller with the retailer. 
The latest prices from New York 
jobbers are as follows: 


Common brand, % in., 4 ply, 13 cents per 
ft. Same, wire bound, 13% cents per ft. 
Good Luck brand, 6 ply, 14 cents per ft. 
Bull dog brand, 7 ply, 18 cents per ft. 


Garden Hose Reels.—Interest in 
garden hose reels has been quite keen, 
even though the season is rather early. 
Local quotations are as follows: 


Hose Reels.—For fastening to side of 
house, steel reel, iron spindle, 12 in. drum, 
$3.75 per doz. Metal hose reel, with chan- 
nel steel frame, cast iron wheels, 9 in. cor- 
rugated steel drum, enameled green and 
black, capacity 100 ft. of % in. hose, $25.60 
per doz. Metal hose reel, with tubular 
frame and tubular steel wheels, corrugated 
galvanized steel drum, enameled green, 100 
ft. capacity, $51 per doz. 


Garden Tools.—Much attention has 
already been given to garden tools. 
Stocks are adequate and prices, so far, 
have been firm. 


Spading Forks.—Iron, extra heavy, stained 
handle, 95c. per doz. net. Same, malleable 
iron, four 4%-in. half polished tine, stained 
handle, brass ferrule, $1.70 per doz. net. Gar- 
den fork, malleable iron, four tine, polished 
and enameled, lengths over all 18% in., $2.75 
per doz. net. Same, three prong, hand- 
forged steel tine, polished handle, $4 per 
doz. net. 

Weeding hook, malleable iron, tin, enam- 
eled wood handle, $1.20 per doz. net. Same, 
three steel tines, tin, black, enameled han- 
dle, $1.35 per doz. net. Same, three hand- 
forged steel prongs, grip handle, $4.40 per 
doz. net. Post Hole digger, blade 9 in. long, 
length 5 ft., weight 10 lb., $24 per doz. net. 
Turf edger, cast steel blades, bronze finish 
shank, 4% ft. handle, socket style, $12.03 
per doz. net. Same, shank style, $10.85 per, 
doz. net. Standard tree pruners, forged 
steel blade. with 2 in. curved cutting edge, 
steel drawing rod, lever handle with steel 
lever and hardwood grip, all sizes are being 
quoted at 20 per cent discount by local 
jobbers. 

Lopping shears, blades made from tool 
steel, 26 in. handles, $16 per doz. net 
Ladies’ flower trowel, heavy one-piece steel 
blade, 5 in., half polished and enameled 
maroon, stained handle, $1.25 per doz. net. 

Garden trowels, 6 in., tinned steel blade, 
black enameled handle, $1 per doz, net 
Florists’ trowel, heavy solid steel, 6 in. 
blade, half polished, riveted shank, hard- 
wood handle, $1.75 per doz. net. 

Heavy one-piece steel, 6 in. blade, half 
polished. painted red, ebony finished han- 
dle, $4.25 per doz. net; 6 in. solid socket 
forged steel, full polished, grip handle, $7.51 
per doz. net. 


Glass Drawer Knobs.—All the inter- 
est in drawer knobs that persisted for 
so long a time seems to have shrunk 
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away to nothing, as there is at present 
comparatively little interest being 
shown in these items. Stocks are plenti- 
ful, and prices substantially firm. 


Glass drawer knobs, bolt and nut, nickel 
plated, %-in., $2, per doz.; same, 1%-in., 
$2.40 per doz.; same, 1%-in., $3 per doz. 
Glass drawer knobs, fancy design, brass 
mounting, iron screw, %-in., $2.50 per doz.; 
same, 1%-in., $3.10 per doz.; same, 1%-in., 
$3.40 per doz. Plain glass drawer knobs, 
brass mounting, iron screw, %-in., $2.50 per 
doz.; same, 1l-in., $2.75 per doz.; same, 1 
in., $3.10 per doz.; same, 1%-in., $3.40 per 


doz. 
Grass Hooks.—A mild interest in 


grass hooks is in evidence. Jobbers 
anticipate increased demand in a few 
weeks. Stocks are plentiful at the fol- 
lowing prices: 

Grass hooks, tempered steel blade, black 
and bronze finish, $3.25 per doz. English 
grass hooks, high grade steel blade, riveted 
back and tang, $6.50 per doz. net. Same 
size, larger, $7.20 per doz. net. Tempered 
steel blade, ribbed back, green enamel 
finish, black enamel handle, $4.50 per doz. 
Long handle grass hook, crucible steel 
blade, tempered, 13 in. long, 2% in. wide, 
steel socket, ash handle, 3% ft., $8.42 per 


doz. net, 

Hammock Hooks.—It is said that 
hammock hooks will be in demand with 
the summer trade. Prices are as fol- 
lows: 


Hammock hooks, 5/16 in., wrought iron, 
tinned to screw, 94c. per doz. Hooks, 5/16 
in., wrought iron with plate, tinned, $1.16 
per doz. 


Hose Coupling.—With the sale of 
garden hose and reels couplings are 
generally bought by retailers. Interest 
has been fair, and prices are firm. 


Brass hose couplings, cast metal for %-in. 
hose, $2 per doz. net. Same for %-in. hose, 
$2 per doz. net. Wrought metal couplings, 
%-in. hose, $2 per doz. net.” Clinching hose 
coupling, solid brass, clamps and tubes, one 
piece, %-in. hose, $2.75 per doz. net. Im- 
proved cast brass hose connection for fau- 
cets, % x %-in., $2 per doz. net. . 


Ice Cream Freezers.—A big business 
is expected in freezers, and in some 
cases jobbers are recommending early 
orders. Considerable interest has al- 
ready been shown in some sections. At 
the present it is too early to predict 
the condition of stock in the warm sea- 
son. Latest New York prices from 
jobbers’ stocks are reported as follows: 


Arctic freezers, 1 qt., with double scrap- 
ers, $3 a piece. Same, 4 qt., $5.10 a piece. 

White Mountain freezers, duplex dasher, 
and double self-adjusting scraper, outside 
galvanized, 1 qt., $3.65 a piece. 

Same, 4 qt., $13.70 a piece. 

Auto Vacuum freezers are quoted at $3.35 
a piece in the 1 qt. size, and the 4 qt. size 
about $6.70 a piece. 


Lanterns.—Though the shortage is 
not as acute as during the fall season 
of last year, lanterns are by no means 
plentiful. The demand has continued 
unusually active and prices are firm. 


Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per doz. Buckeye dash lanterns, 
$14.75 per doz. Roadster wagon lanterns, 
$18.50 per doz. De Lite lanterns, $14.50 per 
doz. Little Wizard lanterns, $11.75 per doz. 
Eureka driving lanterns plain lens, $19 
per doz. Watchmen’s mill lanterns, enamel 
finish, $25 per doz. Imperial platform lan- 
terns, $9.75 each. 


Lawn Mowers.—Buying has been un- 
usually light, and some jobbers are in- 
clined to believe that retailers consider 
the price rather than the demand when 
it comes to making out orders. Jobbers’ 
stocks are not heavy, but it is reported 
that there is no scarcity. The most 
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from 


recent New York quotations 
jobbers are as follows: 


Common lawn mower, 
drive wheel and 4-blade cutter 12 in. size, 


with 8-in. open 


$7.60 a piece. Same, 14 in., $7.90 a piece. 
Same, pipe ball bearing lawn mower, with 
higher grade knife steel blads, 14 in., $10.35 
a piece; 16 in., $10.70 a piece. Higher 
grades ball bearing lawn mowers, 14 in. 
size, $12 a piece. 

Grass catchers to fit mowers, from 12 to 
16 in., are sold at $14 per doz. 


Linseed Oil.—Conditions in the lin- 
seed oil market have not changed in 
the past few months. Large buyers 
and users are entirely out of the market 
and do not buy at all. Strange to say, 
it is reported, that the small trade is 
not only holding its own, but is really 
showing improvement. Prices for this 
week differ but slightly from those 
of a week ago. 


The carload price of linseed oil is quoted 
at from 67 to 69 cents per gal. Less than 
carload lots, but more than 5 bbl., 70 to 73 


cents. Less than 5 bbl. lots, 73 to 77 cents 
per gal. It should be remembered, how- 
ever, that prices vary according to the 


seller. Boiled oil 
Double boiled oil, 


is 2 cents extra per gal. 
3 cents extra, and oil in 
half bbl. lots is 5 cents per gal. additional. 


Nails.—There is a rumor around the 
local market that there will be real 
action on the price situation of nails 
very shortly. Different factions pre- 
dict various results. Prices still vary 
and are said to be negotiable. 

For wire nails the prices range from $4 to 


$5, base, per keg. For cut nails prices 
range from $6 to $6.50 base, per keg. 
Copper wire nails, 5 lb. to a box, 1 in., 
49c. per Ib.; 1% in., 48c. per Jb.: 1% in., 
2 in., 2% in., 3 in., 47c. per Ib. Copper cut 
nails, 5 lb. boxes, 1% in., 50c. per Ib.; 2 in., 


2% in. and 3 in., 49c. per Ib. 

Naval Stores. — The naval store 
market has not changed any in tone 
during the past two weeks. The little 
buying that is done includes only small 
orders, but local traders are inclined 
to be optimistic when talking of the 
future. 

Spirits of turpentine, yard basis, 61 to 62 
cents per gal. 

Rosin on a basis of 280 Ib. to a bbl., yard, 
all grades except WG and WW are quoted 
at $6.25. WG is 10 cents higher and WW 
is $6.50. 

Pruning and Grass Shears.—Fair in- 
terest is being manifested for shears 
along with other spring merchandise. 
Prevailing prices with the local jobbers 
are as follows: 


Pruning shear, cast iron, steel blades, 
coppered wire coil spring, $3.25 per doz. net. 
California pattern, tool steel blade, Volute 
tempered spring, nickel plated finish, 6 in., 
$16. Same, black finish, $11.58 per doz. net. 
Same, 9 in., full polished, $17 per doz. net. 
California pattern, with ratchet butt, tem- 
pered steel blade. Volute spring, full nickel 
plated, $19 per doz. 

Grass Shears.—5% in., steel blades, jet 
finish, polished edge, $3.40 per doz. net. 
Same, trowel shank handle, tempered 5% 
in. blade, green enamel finish, $4.25 per doz. 
net. 

Rope and Twine.—Little interest is 
being shown by buyers in the local rope 
market. Stocks are in good condition 
and prices are substantially firm. 

Manila rope, 20c. per lb. Sisal, No. 1 grade, 
15c. per Ib. Sisal, No. 2 grade, 13c. per lb. 
Hardware grade, manila rope, lic. per Ib. 
Bolt rope, 24c. per lb. Lath yarn, first 
grade, 12c. to 17c. per Ib. Jute twine, wrap- 
ping, best grade, 21c. to 24c. India hemp 
twine, No. 6 grade, 17c. to 20c. 

Serews.—The discount revision of 
last week continues and probably will, 
according to the report of local 
jobbers. Interest is fair and stocks 


are adequate. 
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Wood Screws.—Iron bright, flat head, 
72% and 10 per cent; iron, bright, round 
and oval head, 70 and 10 per cent; iron 
blued, flat head, 72% and 10 per cent; iron 
blued, round head, 70 and 10 per cent; 
brass, flat head, 65 and 10 per cent; brass, 
round and oval head, 62% and 10 per cent; 
machine screws, iron, flat and round, 60, 10 
and 10 per cent; brass, flat and round, 60 
and 10 per cent. 


Stove Pipe.—This item is recognized 
universally as a hardware staple, 
quoted primarily for purposes of com- 
parison. 


Black iron stove pipe, No. 28 gage, 12 
lengths to the bundle, 4-in., $2.75 per doz. 
lengths. Same, 5-in., $3.25 per doz. lengths, 
Same, 6-in., $3.75 per doz. lengths. 

Elbows, black iron, No. 28 gage, 1 doz. to 
a bundle, 4-in., $2.40 per doz. -—Same, 5-in., 
$2.70 per doz. Same, 6-in., $3.35 per doz. 


Sprayers and Sprinklers.—Interest is 
on the increase and stocks are ample. 
Jobbers continue to give the following 
quotation: 


_ Sprayers for spraying paris green and 
liquid on shrubs, potatoes, rose bushes, 
flowers, etc., tin sprayer, 1 pt. capacity, $4 
per doz. net. Same, 1 qt. capacity, $5.75 
per doz. net. 

Brass, 1 qt. capacity, $12.50 per doz. net; 

tin with brass tank, 1 qt. capacity, $11.50 
per doz.; continuous sprayer, sheet tin, 
alleged to give uniform continuous spray 
on both strokes of the plunger, capacity 
1 qt., $10.50 per doz. 
; wn sprinkler, charcoal tin top, galvan- 
ized bottom, diameter 4% in., gold lacquer, 
$1.40 per doz. net; lawn sprinkler, 5 in. 
high, brass head, three brass arms, malle- 
able iron sleds, japanned, $17.50 per doz. 
net; sprinkler, 10 in. high, combination of 
vertical spray, coming from the perforated 
head, with streams thrown by the three 
arms, head, arms and upper stem brass, 
nickel plated, malleable iron sleds, japanned, 
$28 per doz. 

Lawn sprinkler, 24 in. high, brass head 
and arms, malleable iron sleds, japanned, 
$27 per doz. net. 


Watering Pots.—Galvanized iron, zinc 
roses, 6 qt., $9 per doz. net. Same, 8 qt., 
$10.70 per doz. net. Same, 10 qt., $12.35 per 
doz. net. Same, 12 qt., $14 per doz. net. 


Wire Goods.—Stocks are fair and the 
interest shown is rather mild. Most 
orders call for spring delivery. 


Square mesh, wire cloth, New York stock: 
2x 2 mesh, $5.50 per 100 sq. ft.; 2% x 2% 
mesh, $5.70 per 100 sq. ft.; 3 x 3 mesh, $5.75 
per 100 sq. ft.; 4 x 4 mesh, $6 per 100 sq. ft.; 
5 x 5 mesh, $6 per 100 sq. ft.;: 6 x 6 mesh, 
$6.5) per 100 sq. ft.; 8 x 8 mesh, $7 per 100 
sq. ft. 

For 50 lineal ft. rolls, add 15c. per 100 
sq. ft 
Add 4c. per sq. ft. for widths narrower 
than 24 in. and wider than 48 in. 

Annealed wire, galvanized in stones of 12 
lb. each, are quoted per 100-lb. lots at No. 
16 gage, $10.50; No. 17 gage, $11; No. 18 
gage, $11.50; No. 19 gage, $12.15: No. 20 
gage, $12.85; No. 24, $14. Same, plain, No. 
16 gage, $7.50; No. 17 gage, $8; No. 18 gage, 
$8.50: No. 19 gage, $9; No. 20 gage, $9.50; 
No. 24 gage, $11.50. . 

Barbed wire is being quote at $7 per 100 
Ib. for both 3 point 4 in. and 4 point 6 in. 
Ribbon wire is $8.75 per 100 lb. Twist wire, 
12 gage, is $7 per 100 Ib. 

Dull galvanized screen wire, 12 mesh, 
from New York stock, $3.30 per 100 sq. ft.; 
13 mesh, extra heavy, $5.35 per 100 sq. ft. 
Bright galvanized wire and copper edge 
(pearl wire), 12 mesh, $4.50 per 100 sq. ft.; 
14 mesh, heavy, $6 per 100 sq. ft. Copper 
wire, 14 mesh. $10.50 per 100 sq. ft. Poultry 
netting, f.o.b. New York, is 35 per cent off. 
Poultry netting staples in 100 Ib. kegs, $9 
per keg. 


P.S.—The Continental Co., Detroit, 
Mich., has called attention to the fact 
that the volume of screen door and win- 
dow screen business is greatly reduced 
this year, and are advising jobbers to 
carry larger stocks than usual in order 
to be prepared for the volume of busi- 
ness that will come shortly. At present 
shipments from the factory are easy 
to make. Later on the facilities may 
not be so good. 
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Office of HARDWARE AGE, 
1505 Otis Bldg., 
Chicago, Ill., March 8. 
yeane minor price changes are re- 
corded in this week’s report. The 
majority of them are slightly down- 
ward. 

Announcement is made to-day of a 
second 10% decline by the manufac- 
turer in T and strap hinges, corner 
iron and miscellaneous steel butts. 
This is the second decline of the year 
on this class of goods, the former drop 
being, like this one, a 10% easing off. 
This change is just being passed on to 
the jobber and will be effective with 
him when this report appears. 

The nail situation is somewhat com- 
plicated, only one Chicago jobber hav- 
ing the low price of $4 base on common 
wire nails for f.o.b. freight shipment. 
City deliveries by this jobber are $4.15, 
the differential being necessary to 
cover the cost of store door delivery by 
auto truck. General iron and steel job- 
bers are maintaining a price of $4.25, 
but the leading hardware concern con- 
tinues the $4 and $4.15 base. 

Screen doors and window screens, job- 
bers anticipate, will be purchased in 
quantities as the season nears. The 
future business in this line has been 
slow and it is likely to tax the jobber 
to keep up with the demand when many 
retailers come into the market at the 
same time. 

A reduction on bright wire goods is 
recorded. 

The movement of seeders and plant- 
ers is pronounced right now. 

Dry cells declined 2%c. each or 7% 
with some makers to-day. 

Building permits issued in February 
in Chicago show a substantial gain, 
but are still far behind normal activity. 
Carpenters and contractors are now 
trying to get together on the latter’s 
proposal that the workers accept $1 
instead of $1.25 per hour for labor. 
Banks continue to show little interest in 
real estate loans. A better building 
season in Chicago than last year is an- 
ticipated but the situation is still ad- 
verse. In nearby communities building 
plans are extensive. 


Automobile Accessories. — We quote 
from jobbers’ stocks, f.o.b. Chicago: 
Reliable Jacks, No. 46, $3 each, $34 per 
doz.; De Luxe long handled standard 
jacks, $8.50 each; No. 1 standard jacks, 
$3.25 each; Twin cylinder foot pumps, 
$1.25 each; Simplex jack, No. 36, $2.10 
each; Stewart hand horns, $4 each; 
Howe spotlights, $4 each; Weed chains, 
30 x 3%, $5 per pair, with 25% off in 
lots of one dozen pairs and 33 1/3% 
off in lots of more than one dozen pairs; 
Rid-O-Skid chains, $2 to $2.65 per pair; 
inner tubes, red, 30x3%, $2.50 each; 
gray tubes, 30 x 344, $2.05 each; Lyon 
bumpers, $10.25 each; Bethlehem spark 
plugs, in lots of 100, Special type, 43c. 
each; Mica type Bethlehem spark plugs, 
74c. each; Standard porcelain Bethle- 
hem plugs, 55c. each; Hercules Giant 
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plugs, 55c. to 60c. each; Hercules Junior 
plugs, 27c. to 35c. each; Hel-Fi standard 
plugs, 45c. to 52c. each; Hel-Fi tractor 
plugs, 83c. to 97c. each; A. C. Titan 
plugs, 58c. each; A. C. Cico plugs, 48c. 
each; Splitdorf plugs, 70c. to 78c. each; 
United plugs, junior, 40c. each; Cham- 
pion X plugs, 50c. each; Champion O 
plugs, 50c. each; Champion Heavy Duty 
plugs, 57c. each. 

Axes.—Prices show no change. Sales 
are in fair volume. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Standard quality black unhandled 
axes 3 Ibs. to 4 Ibs., $17.50 base; second 
quality black unhandled axes, same weight, 
$16.50 base; handled, $3 to $6 per doz. ex- 
tra, according to grade. 


Alarm Clocks.—Steady demand is re- 
ported. Makers are not as far behind 
in orders as they were last fall but con- 
tinue to report inability to catch up with 
orders. Prices are firm. 


Builders’ Hardware.—As stated in the 
general news summary, strap, T hinges, 
corner iron hardware and miscellaneous 
steel butts took a second decline of 10% 
to-day. This is the manufacturer’s sec- 
ond 10% off, the first having already 
been passed on by the jobber and the 
second will, no doubt, be effective as 
soon as this is published. 


Chains.—Goods are moving in notice- 
able volume at prices unchanged since 
the small reductions of a few weeks ago. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: % in. proof coil chain, $10.50 per 100 
Ibs.; Tenso, lock link and American Weld- 
less coil chain, 45 per cent off list. 


Clipping Machines.—No price change. 
Sales are of large volume. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Stewart No. 1 ball bearing horse clip- 
per, enclosed type list, $14; top plate, $1.25; 
bottom plate, $1.75; Stewart No. 9 ball- 
bearing shearing machine list, $22; horse 
clipping attachment for shearing machine 
list, $9. Discount on all above items, 25 per 
cent. 


Cutlery.—Prices continue to show 
firmness, especially in better grades 
and medium grades of pocket and 
kitchen cutlery. Razor prices are un- 
moved with no overstocks. Manufac- 
turing has tremendous shortages to 
overcome, due to war demands and the 
fact that foreign lands are behind in 
their output with American factories 
too few and too small to make enough 
goods for home consumption. Labor 
continues a short feature of the cut- 
lery world. 


Eaves Trough and Conductor Pipe.— 
Spring goods are being shipped at 
prices again slightly reduced. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 24 gauge lap joint eaves trough, 56 in. 
per 100 ft., $5.10; 29 gauge corrugated con- 
ductor pipe, 3 in., $5.40 per 100 ft.: cor- 
rugated conductor elbows, 3 in., $1.90 doz. 

Flint Paper and Cloth.—Emery cloth 
is slightly reduced. Flint paper is un- 
changed. Stocks are complete. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: First quality Flint paper, No. 0, $4.50 
per ream; first quality emery cloth, No. 0, 

27 per ream. 

Files.—Another change in file prices 
is reported, the discounts being slightly 
greater. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Nicholson files, 50-744 per cent off 
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list; American files, 60 per cent off list; 
Disston files, 50-74% per cent off list; Black 
Diamond, 50-5 per cent off list. 


Galvanized Ware.—Jobbers’ surpluses 
of tubs and pails are mostly exhausted. 
The general supply of tubs is running 
short as most manufacturers have only 
one or two galvanizing pots going, be- 
cause present prices afford no profit. 
Some manufacturers will accept orders 
for only such sizes as they have sheets 
on hand to work up. 


Glass.—Shortages and delayed deliv- 
eries continue. Glass of all kinds is in 
good demand, fancy demands using ca- 
pacity of many plants while makers of 
plate and window glass find raw mate- 
rials none too plentiful. Prices con- 
tinue firm. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single strength A, all sizes, 77 per 
cent off; single strength B, first three 
brackets, 77 per cent off; all sizes, double 
strength A, 79 per cent off; S. P. putty in 
100 lb. kits, $4.90; commercial putty, $4.25; 
glaziers’ points, Nos. 1, 2 and 3, one doz. to 
a package, 85c. per pkg. . 


Hatchets.—No change in the price or 
demand. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 2 extra quality broad hatchets, 
$24.20 per doz.; competitive grade, $17.25 per 
doz. and up; warranted shingling hatchets, 
$17.35 per doz.; competitive forged hatchets, 
$10.25 per doz. 


Hammers.—Jobbers report a good 
movement in hammers, with stocks in 
condition to fill needs. Prices are un- 
changed. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 11% first quality nail hammers, 
$15.50 per doz.; regular first quality, 16 oz. 
nail hammers, $14.75 per doz.; competitive 
grade nail hammers, $10.50 to $12 per doz. 

Handles, Wood.—There is no change 
in prices. Sales are of a steady char- 
acter. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 1 hickory axe handles, $4 per 
doz.; No. 2, $3 per doz.; finest selection 
white second growth hickory axe handles,. 
$6.30 per doz.; special white second growth 
hickory axe handles, $5 per doz.; No. 1 
hatchet and hammer handles, 85c. per doz.; 
second growth hickory hatchet and ham- 
mer handles, $1.60 per doz. 


Hose.—These prices are for immedi- 
ate or future shipment. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: %-in. good quality moulded reel hose, 
16%c. ft.; %-in. 3-ply duck hose, good qual- 

6c. ft.; %-in. 4-ply duck hose, good’ 
quality, 18%c. ft.; %-in. 5-ply multiple 
hose, 14c. ft. 

Lanterns.—Prices have been fixed by 
leading manufacturers for 1921 and are: 
as shown below. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: No. 2 Dietz cold blast lanterns, $14.25 
doz.; with large founts, $15.75 doz.; best 
tubular lanterns, $9.25 doz.; Competition 
lanterns, No. 0 tubular, $7.80 doz. 


Lawn Mowers.—Good demand is 
noted. Jobbers believe there will be no 
oversupply of mowers in 1921. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 17-in. Pennsylvania high wheel mow- 
ers, $25.50 each; 17-in. Pennsylvania Junior 
mower, $27.20 each; 16-in, four-knife ball- 
bearing 10%4-in. wheel mower, $12.60; 16- 
in. four-knife ball-bearing 10%-in. wheel, 
$10.85 bach; 16-in. four-knife plain bearing 
9-in. wheel mower, $9.45 each; 16-in. three: 
knife ball-bearing 9-in. wheel mower, $9.45 
each: 16-in. three-knife plain bearing 8-in. 
wheel mower, $7.60 each. 


Nuts and Bolts.—There are no changes 
in supply or price. 


We quote from jobbers’ stocks, f.o.b. Ch'- 
cago: Large sizes carriage bolts, 40-5 per 

















March 17, 1921 


cent off list; small sizes, 40-10 per cent off; 
large sizes machine bolts, 50 per cent off 
list; small sizes machine bolts, 50-10 per 
cent off; all stove bolts, 65-10 per cent off 
list; all lag screws, 50 per cent off list. 

Nails.—Chicago’s leading wholesaler 
is quoting $4 base on common wire 
nails f.o.b. Chicago and $4.15 for city 
delivery, the differential being necessary 
to cover the increased cost of store door 
delivery by auto truck. This is the low- 
est price quoted in this community, 
some general jobbers maintaining a 
$4.25 f.0.b. or city delivery price. Sales 
are quite large, the price being, unques- 
tionably, attractive. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common. wire nails, $4 base; store 
door delivery in Chicago, $4.15 base. 

Roller Skates.— Demand continues 
lively at firm prices. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Ball bearing roller-skates, for boys, 
$2.55 pair; girls’ ball bearing roller skates, 
$2.65 pair, 

Rope.—Sisal rope has been reduced 
lc. per pound, with manila rope quota- 
tions not changed. Sales show notice- 
able improvement as the active season 
approaches. 


We wee from jobbers’ stocks, f.o.b. Chi- 
cago: No. 1 manila rope standard brands, 
19%c. to 2044c.; No. 2, 18%c. to 19%c.; No. 
1 sisal rope standard brands, 13%c. to 
15%c.; No. 2 sisal, 12%c. to 14%. 

Steel Sheets.—There have been no re- 
cent price changes nor is the jobber in- 
formed of any immediate prospective 
change. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 28 gauge galvanized sheets, $7.10 per 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, March 12, 1921. 

CCSSASA SI TRE e few price 

changes of importance are noted 
this week, the most conspicuous one 
concerning the heavy hardware trade, 
it being in iron and steel. There have, 
of course, been some changes in various 
things carried by the shelf hardware 
dealers, but nothing of real impor- 
tance. The fact that not a week passes 
but what some fundamental line of 
merchandise is reduced in price is 
proof that we still are in the period of 
deflation, but as the days pass the fact 
is more and more impressive that the 
readjustment. of hardware values, at 
least, is progressing in an orderly man- 
ner, and that to date there have been 
no serious results. 

The volume of shelf hardware 
moving out of local stocks continues 
satisfactory, all things considered. 
The buying is still in small lots of in- 
dividual things required, but the retail 
hardware dealer is ordering often. It 
Is now apparent that 1921 will not wit- 
ness any extensive so-called spring 
buying movement on the part of the 
retailer. The absence of such buying 


is not based on the retail dealer being 
overstocked, but on the fact that he in- 
tends to keep what stock he carries as 
liquid as possible, thereby safeguard- 
ing himself as much as possible against 
any 


sudden shrinkage in inventory 
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100 lbs.; 28 gauge black sheets, $5.75 per 
100 lbs. 


Screws.—Screw prices have broken. 
One of the last items to show any re- 
duction since after-war declines is 
screws, which have held strong in the 
face of minor changes in numerous 
other hardware lines. Discounts have 
been increased from 242% to 5% and 
on japanned screws the discount has 
advanced from 5714-20 to 65-20. Sales 
are expected to show greater activity 
now that substantial recessions are ef- 
fective. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Flat head bright screws, 7244-20 per 
cent off list; round head blued, 70-20 per 
cent off list; flat head brass, 65-20 per cent 
off list; round head brass, 62%-20 per cent 
off list; japanned, 65-20 per cent off list. 


Solder.—Slightly reduced prices are 
quoted with demand quite active. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted 50-50 solder in full cases, 
23c. lb.; small lots, 25c. lb. 


Sash Cord.—There has been no recent 
change in the price of sash cord. This 
material is moving in volume and the 
jobber says he looks for no immediate 
price variation. 


Stove Boards.—The same prices as 
those of last season are quoted and have 
been adopted for the new season’s busi- 
ness. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Wood lined crystal stove boards, 24x 
24, $13.65 per doz.; 26 x 26, $16.05 per doz.; 
28 x 28, $18.85 per doz.; 30x 30, $21.30 per 
doz.; 33x 33, $25.50 per doz.; 36 x 36, $30.50 
per doz. 


Wheelbarrows.—Barrows are active. 


BOSTON 


values. The average retail house has 
no idea that a sudden slump in hard- 
ware values is likely, but at the same 
time there is no disposition to take that 
chance. : 

Hardware of all kinds is going into 
consumption in aggregate large 
amounts throughout New England, but 
some lines are turning over much more 
often than others. The general public 
already is becoming interested in seeds, 
hoes, rakes, paints and other things 
usually associated with spring. In 
addition, more builders’ hardware is 
being sold over the counter than the 
average retail dealer has stopped to 
analyze. The public press has been 
filled for some time with much that 
concerns the strike of the building 
trades. General sentiment is against 
the strikers. And many a house owner 
is getting ready to make what repairs, 
etc., he is able to do rather than hire 
the union man at any price. Such sen- 
timent, in a large measure, explains the 
day to day sales of builders’ hardware, 
ete., over the counter. In addition 
there are large numbers of people out 
of employment and rather than do 
nothing, many are inclined to do what 
they can around the house to make it 
more livable or attractive. The build- 
ing trades strike, therefore, is not turn- 
ing out so badly as the average retail 
hardware dealer supposed. 

Automobile Accessories.—Further in- 
dications are at hand that the automo- 
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The coming of the garden and building 
season is apt to increase demand still 
more. Quotations are unchanged. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wood barrows, $4 each; con- 
tractors’ steel tray angle leg barrows, $7 
to $9 each, according to equipment; angle 
steel leg garden barrows, $6.50 each; No. 4 
tubular barrows, $8 each. 


Washing Machines.—The secretary of 
several large mid-west manufacturers 
reports sales totals of February consid- 
erably in excess of January with indica- 
tions for still further gains in March. 
A spirit of pronounced satisfaction with 
the volume of current business is evi- 
dent. Aside from the 10% decline on 
hand- and water-power machines which 
was announced in January, there are no 
price changes. One maker of an elec- 
tric cylinder type of machine has re- 
adjusted his price very slightly down- 
ward, to conform to a temporary sav- 
ing in manufacturing costs. Other 
makers have found it impossible to 
lower prices, as basic costs have not 
changed with them and because they 
failed to take radical advances during 
war inflations. 


Wire Goods.—Most items are active 
with prices unmoved. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Barbed wire galvanized, $4.85; No. 8 
black annealed wire, $4 black painted wire 
cloth, 12 mesh, $2.50 per 100 sq. ft. Poultry 
netting, f.o.b. Chicago, no dating, galva- 
nized before weaving 40-10 per cent off, 
galvanized after weaving 40 per cent off. 
Catch weight spool galvanized cattle wire. 
$4.85 per 100 lbs.; 80-rod spool galvanized 
hog wire, $4.20 per spool; No. 8 galvanized 
plain wire, $4.70 per 100 lbs, 


bile accessory business this year will 
be active. In Massachusetts alone, the 
registration of passenger cars between 
Dec. 1, 1920, and March 1, 1921, jumped 
29 per cent to a total of 152,687; while 
that for automobile trucks expanded 
16 per cent to 40,379. Most of the reg- 
istrations made, therefore, this year 
covered vehicles purchased in 1920 or 
before, and a majority of the manu- 
facturers of accessories are going 
ahead on the theory that not more than 
50 per cent of the 1920 production will 
be equaled by the manufacturers of 
automobiles in 1921. Accessory manu- 
facturers, naturally, are of the opinion 
that owners of automobiles will need 
large quantitie: of everything made by 
them. 

Barbed Wire.-Local quotations on 
barbed wire of all kinds have been re- 
vised downward slightly, in keeping 
with readjustments made in mill quo- 
tations. A considerable amount of 
stock is moving out of Boston, and or- 
ders received by the jobbers from day 
to day are encouraging. Everything 
points to a larger consumption of 
barbed wire in New England this year 
than noted in several previous years. 


We quote from jobbers’ stocks: Barbed 
wire, standard, in 80 rod reels, $4.65 per 
reel; galvanized, two-ply twisted, 80-rod 


reels, $4.15 per reel. Staples, galvanized, in 
full kegs, $5.35 per 100 Ib. 


Bits.—One of the leading manufac- 
turers of auger bits has reduced prices 
approximately 5 per cent, and local 
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prices have been revised accordingly. 

Bolts and Nuts.—Rumors of impend- 
ing reductions in mill quotations on 
bolts and nuts are still going the 
rounds here, but nobody appears to 
have anything definite upon which to 
base such talk. It is a fact, however, 
that, in at least certain instances, mills 
are competing with local jobbers for 
business when large inquiries make 
their appearance in the market. It is 
possibly because of this competition 
that rumors of lower prices exist. Not- 
withstanding the keen competition for 
business, local jobbers are moving a 
considerable aggregate tonnage each 
week, and since Jan. 1 there has been 
a material reduction in stocks. 


We quote from jobbers’ stocks: Machine 
bolts with H P nuts, % x 4-in., smaller and 
shorter cut threads, 45 per cent discount; 
larger and longer, 40 per cent discount; 
with C T D nuts, all sizes 25 per cent dis- 
count; tap bolts, list, net; common carriage 
bolts, all sizes, 37% per cent discount; Eagle 
carriage bolts 50 and 10 per cent discount; 
stove bolts, large lots, 65 per cent discount, 
small lots, 55 per cent discount; bolt ends, 
40 per cent discount; tire bolts, 50 per cent 
discount. 

Nuts, H P square, 
tapped, list, net; C P C and T squared 
blank and tapped, list, plus 1c.; extras of 
le. to 5c. per lb. are charged for less than 
keg lots; semi-finished hexagon nuts, 60 
per cent discount; finished case hardened 
nuts, 60 per cent discount; machine screw 
nuts, iron list; machine screw nuts, brass, 
25 per cent discount. 


Builders’ Hardware.—In some classes 
of builders’ hardware, reductions of 15 
to 20 per cent have been made in man- 
ufacturers’ and jobbers’ prices. On the 
bulk of material offered on the market, 
however, no change in quotations is 
noted. Considerable local interest was 
shown in the recent announcement by 
Worcester, Mass., contractors and sub- 
contractors of a reduction of 25 per 
cent in the cost of new building. In 
certain well informed quarters it is be- 
lieved that the local building labor 
situation will be adjusted before the 
end of another month, and that the 
same question will be definitely settled 
in other parts of New England. For 
that reason local jobbing hardware in- 
terests, as a rule, are more optimistic 
regarding the outlook for building this 
spring. 

Chain.—The market on proof coil 
self-colored chain in cask lots is easier, 
local jobbers having made a_ general 
reduction in prices. Certain houses 
say the new lists have stimulated busi- 
ness, while others profess to see no 
improvement in the consumptive de- 
mand. The local market is not over- 
stocked with chain, however, and the 
situation appears to be fundamentally 
sounder than the recent downward re- 
vision in prices suggests. 


We quote from jobbers’ stocks: Proof 
coil self colored chain, in cask lots, 3/16 in., 
$15.50 per 100 Ib.: %-in., $14.25: 5/16-in., 
$12.35; %-in., $10.75; 7/16-in., $10.45; %-in., 
$10.10; %g-in., $10. 

Chucks.—The market on chucks is 


quiet, and, in view of this fact, certain 


blank and square 


selling interests have been cutting 
prices notwithstanding the narrow 
margin of jobbers’ profit. The reduced 


prices at which some chucks are said 
to have been sold hardly allow the 
seller to break even. The rank and file 
of hardware interests, however, are ad- 
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hering strictly to list prices, and manu- 
facturers in this section of the country 
are still of the opinion that their quota- 
tions will not be changed for some time 
at least. At some recent auction sales 
of defunct manufacturing companies, a 
considerable number of chucks have 
been sold at very reasonable prices, 
and local hardware houses are of the 
opinion that the present quietness of 
the market is largely due to such sales. 


Drills and Reamers.—Notwithstand- 
ing the fairly recent revision in prices 
on drills and reamers, certain interests 
are reported as offering jobbers’ high 
grade carbon drills and high speed 
drills at very attractive prices. Job- 
bers, as a rule, however, are well 
stocked. The over-the-counter sale of 
drills and reamers is reported as being 
on the mend, and this fact, it is be- 
lieved, will be reflected in the whole- 
sale market sooner or later. 


We quote from jobbers’ stocks: 

Drills.—Carbon, sizes up to 1%-in., tap- 
ered and straight shank, 40 per cent dis- 
count; bit stock drills, 45 per cent discount; 
center drills, 40 per cent discount; drills 
and countersinks combined, 10 per cent dis- 
count; ratchet drills, list; wood boring brace 
bits, 40 per cent discount; high speed, wire 
gage and letter sizes, plus 10 per cent: 
straight and tapered shank, 1/16 to %-in., 
plus 20 per cent; 33/64 and larger, plus 20 
and 10 per cent; all other kinds of drills, 40 
per cent discount. 

Reamers.—Bit stock, 20 per cent dis- 
count; bridge square and T S standard 
makes, 55 per cent discount; chucking, 20 
per cent discount; tapered pins, No. 00 to 
No. 5, 40 per cent discount; No. 6 and 
larger, 25 per cent, discount: escutcheon 
pins, 30 per cent discount; shell fluted rose 
and socket reamers, list. 


Files.—The reduction in prices on 
files announced last week has, in the 
opinion of the local hardware trade, 
had a tendency to discourage what 
little visible buying was in sight. The 
cost of manufacture and selling prices 
have been considerably narrowed the 
past fortnight, and manufacturers are 
of the opinion that the market will be 
maintained on its present basis for 
some time. The manufacturers are of 
the opinion that, when this fact be- 
comes generally known to users of 
files, buying on a fairly liberal scale 
will resume. 


We quote from jobbers’ stocks: Files, 
Nicholson and Black Diamond, 50 per cent 
discount; Great Western Arcade, Ameri- 
can. 60 per cent discount: Swiss, list net: 
Chelsea hand cut, list plus 20 per cent. 
Rasps—Heller, 75 per cent discount; Superi- 
or, 75 and 10 per cent discount. 

Horseshoes.—_We quote from _ jobbers’ 
stocks: Standard makes in 100-Ib. kegs to 
dealers in Maine, New Hampshire, Ver- 
mont, Massachusetts and Rhode Island 
points, $7.50 per keg base. Base prices are 
for No. 2 or larger. To Connecticut black- 
smiths and consumers the base price is $7.25 
per 100 Ib. keg. No freight is allowed on 
store shipments. 

Fancy Shoes.—Side weights, $12.50 per 
keg: track side weights, $12.75; toe weights, 
$11.25; steel shoes, $9.75; toe creased, $8.25: 
side wear, $10.25: caulked, $9.75; extra light 
caulked, $10.75; iron countersunk. $8.75; 
steel countersunk, $10.50: tips $9.75; light 
driving. $9.75; featherweights, $9.75; mule, 
$8 50: all assorted shoes, 50c. per keg extra. 

Welded Toe Caulks.—Dull, $2.25 per box: 
eo $2.50; blunt heel, $2.50; sharp heel, 

eo, 


Iron and Steel.—Largely because of 
competition from mill interests, local 
jobbers have once more revised prices 
downward. On most lines of steel, the 
reduction amounts to 10c. per 100 Ibs.. 
but on tire, hoop, toe-calk, cold rolled 
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steel and refined iron, it amounts to 
considerably more. While the move- 
ment of iron and steel out of local job- 
bing stocks is less than it was a year 
ago, sales so far this year have shown 
a healthy increase each succeeding 
month, and local stocks are consider- 
ably smaller than they were on Dec. 
31 last. Because of competition from 
mill interests, future buying by the 
jobbers probably will be of a hand to 
mouth character, there being no real 
incentive to stock up on a large scale. 


We quote from jobbers’ stocks: 

Iron.—Refined, $3.53 per 100 lb. base; 4% 
and 6/16-in. round and square, $5.40; best 
we? iron, $5; Wayne iron, $8.50; Norway 
iron, 

Steel 2. ott steel bars, $3.53 per 100 Ib. 
base; flats, $4.40 to $4. 15; concrete bars, 
plain, $3.53; twisted, $3.75; angles, channels 
and beams, $3.53 to $3.63; tire steel, $4.50 
to $5; open-hearth spring steel, $6; cruci- 
ble spring steel, $12; steel bands, $4.23 to 
$4.78; steel hoops, $4.90; cold rolled steel, 
$4.50 to $5.75; toe calk steel, $5.50. 

Quantity differentials, lots under 1000 Ib. 
of a size, 35c. per 100 lb.; lots of 1000 Ib. to 
1999 lb. of a size, 15c. 

Pencil Pointers.—The Boston Pencil 
Pointer Co. has put out a new model, 
“L,” which is practically the same as 
its model “K,” but which sells for con- 
siderably less money and is having a 
large circulation. The new model, in 
dozen lots, sells at 95c. each, in 3 dozen 
lots at 90c. each, and in 6 dozen lots at 
85c. each. 

Pliers.—Following the reduction of 
about 10 per cent by one of the leading 
manufacturers of high grade pliers, as 
announced last week, there has been a 
drop of approximately 10 per cent in 
the price of Utica pliers. The local 
market appears to be well stocked with 
all makes of pliers, for which the de- 
mand is more or less limited. 

Kraeuter Goods.—Combination pliers, 5% 
in., $12.20 per doz.; 6 in., $14.45; 8 in., $17.50; 
10 in., $21.30. Side cutting pliers, 4 in., 
$15.75 per je -; 5 in., $16.50; 6% in., $18; 7 
in., $21.50; 8 in, $23. 75. Button’s pliers, 6% 
in., $12.10 per doz.; 8 in., $15.30; 10’ in., 
$18.50. Common flat nose and common 
round nose pliers, 4 in., $10 per doz.; 4% 
in., $10.50; 5 in., $11; 5% in., $11.50; 6 in., 
Milliners’ pliers, 4% in., $15.50 per 
doz. Electricians’ pliers, 6 in., $23.25; per 
doz. Diagonal pliers, 5 in., $20; 5% in., 
$21.50; 6 in., $24. 

Razor Stropping Machines. — The 
Twinplex Sales Co., St. Louis, Mo., re- 
cently put on the market a razor strop- 
ping machine that is having a large 
sale locally, and local jobbers are hav- 
ing some difficulty in keeping a supply 
on hand. This machine, in single lots, 
sells for $3.75 each, but in one dozen or 
larger lots is obtainable at $3.60. It 
retails for $5. 

Revolvers.—The Savage Arms Co. 
has announced a reduction in the price 
of its “model 1917” automatic pistol 
from $20.75 to $19.25 each, and local 
jobbing prices have been revised ac- 
cordingly. This is practically the first 
break in the small arms market, and 
the local jobbers will be interested to 
see what effect it has on the general 
line of merchandise. 

We quote from jobbers’ stocks: Revolv- 
ers, cheap grades, 22 and 32 caliber, $4.25 
each; Automatic, $7.75 base, with usual ex- 
tras; Iver Johnson, $10 base, with usual 
extras; Belgian automatic pistols, 25 caliber, 
$12 each; 32 caliber, $12.50 each; Savage, 
$19.25 each. 


Rivets.—The demand for smal] rivets 
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is practically normal in spots, but that 
for structural is limited. The local 
market is well stocked with all kinds, 
and jobbers are therefore in a position 
to make prompt deliveries. 


We quote from jobbers’ stocks: Cone 
head, boiler quantity, %-in. and larger, 
$6.10 to $6.35 per 100 Ilb.; 5 and 11/16 in., 


$6.25 to $6.50; %-in., $6.60 to $6.85. Button 
head, structural, %-in. and larger, $6 to 
$6.25 per 100 Ib.; 5% an 11/16-in., $6.15 to 


$6.40; M%-in., $6.50 to $6.75. 
small, 40 per cent discount. 
20 per cent discount. 
net,. list. 


Rubber Tire Channels.—The local 
market on rubber tire channel has been 
cut $1 per 100 lbs. The demand for 
this product is limited, but stocks also 
are small; consequently, the revised 
prices will not represent any serious 
loss in inventories. 


We quote from jobbers’ stocks: 
tire channels, 9c. per Ib. 


Saws.—The Simonds Mfg. Co., Fitch- 
burg, Mass., has issued a new price 
list, dated February, which shows no 
change in prices on hand saws, but a 
reduction of approximately 10 per cent 
on list prices for circular and band 
saws. The change in list prices of the 
two latter is the first to have been 
made in several years by this company. 

Screws.—The reduction in prices of 
wood screws, announced last week, so 
far has failed to stimulate consump- 
tive buying, and the market is fully as 
quiet as heretofore reported. There is 


Iron rivets, 
Copper rivets, 
Copper rivet burs, 


Rubber 


Office of HARDWARE AGE, 
1002 Park Building. 

Pittsburgh, March 14. 

‘OMEBODY said once that sentimént 
\7 cuts a good deal of a figure in busi- 
ness, and this is no doubt true. The 
new administration has been in power 
a little more than a week, but already 
there is better sentiment, and a better 
feeling that is going to have its effect 
later. Big business men, not only in 
the steel business, but in other lines of 
trade as well, now say that they be- 
lieve the worst of the business depres- 
sion is over, and from this time on 
there should be slow but steady better- 
ment. As far as the heavy iron and 
steel business is concerned, things are 
no worse, nor, on the other hand, are 
they noticeably better, with the possible 
exception of tin plate, on which product 
some of the independent mills are run- 
ning to a little greater capacity, likely 
due to the accumulation of orders over 
the past three or four weeks, and on 
some of which buyers are asking for 
delivery. In pig iron and heavy steel, 
there has been a further falling off in 
Operations, due to the light demand, 
and to the refusal of the makers to run 
on stock against the present high costs 
of labor and raw materials. A canvass 
just made shows that out of 38 inde- 
pendent blast furnaces in the Pitts- 
burgh and two Valley districts, 18 are 
active, a gain of three stacks in the 
past week. By independent furnaces is 
meant those furnaces that have no steel 
works connections, and that sell their 
output in the open market. In a gen- 
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a fairly good demand, however, for 
machine and smaller screws from 
manufacturing concerns. The buying, 
however, is in small lots, but frequent, 
and in the aggregate amounts to satis- 
factory figures each week. 


We quote from jobbers’ lists: Wood 
screws, flat head bright, 72% per cent dis- 
count, flat head, blued, 72% and 5 per cent 


discount; round head blued, 70 per cent dis- 
count; flat head brass, 65 per cent dis- 
count; round head brass, 62% per cent dis- 


count; flat head brass plated, 65 per cent 
discount; round head nickeled, 60 per cent 
discount; flat head nickeled, 60 per cent 
discount; flat head galvanized, 5714 per cent 
discount. 

Coach screws, 50 per cent discount; set 
screws, including headless, 50 and 10 per 
cent discount; cap screws, square and hex- 
agon, 50 per cent discount; fillister, 20 per 
cent discount; flat, round and button head, 
list; lag screws, 50 per cent discount; iron 
machine screws, flat and round head, 50 
per cent discount; fillister, 45 per cent dis- 
count; flat and round head brass, 40 per 


cent discount; fillister, 35 per cent discount 

Sheets.—Local jobbing quotations on 
blue annealed sheets have been reduced 
37c. per cwt., and on galvanized 45c., 
bringing the No. 10 blue annealed down 
to $4.83 base, and the No. 28 galvanized 
to $6.95 base. 


We quote from jobbers’ stocks: No. 1%, 
blue annealed sheets, $4.83 per cwt.; No. 
28, black sheets, $6.05 per cwt.; No. 28, gal- 
vanized sheets, $6.95 per cwt. 


Silverware.—The New England hard- 
ware trade is showing considerable in- 
terest in the new Grosvenor design of 
silverware being put on the market by 
the Oneida Community Co., Ltd., which 
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eral way, the independent steel mills 
are running to about 30 to 35 per cent 
of capacity, while the steel mills of the 
subsidiaries of the Steel Corporation 
are running from 70 to 75 per cent. 
The one encouraging feature of the sit- 
uation is that stocks at mills and in 
the hands of jobbers are light, much 
lighter than they have been in years, 
so that with only a modest increase in 
the new demand, heavier operations of 
the blast furnaces and steel mills would 
at once result. 

The course of prices in the past week 
was without special importance, and 
there were no serious declines. Some 
independent steel mills that lately cut 
their prices below those of the Steel 
Corporation say they are getting a little 
more business, but it is a question 
whether it is any larger than it would 
have been if there had been no cuts in 
prices. This is strikingly shown in the 
case of sheets. Some independent mills 
lately offered black sheets as low as 
3.85c. at mill, and galvanized at 5c. 
base, at mill, and while these prices are 
$14 per ton lower on black sheets, and 
the same on galvanized sheets, yet the 
amount of new business being placed in 
sheets is not any larger than it would 
have been if the regular prices had 
been held. The fact is that consumers 
of iron and steel are not in a buying 
mood, and are placing orders only for 
such quantities of material as they 
must absolutely have, and for not a 
pound more. Plates, shapes and steel 
bars are being offered by some inde- 
pendent mills at 2cs or less, but new 
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has a bright platinum finish, and is 
guaranteed for 50 years. The price of 
this new design is the same as that for 
the two other makes of this company, 
which are guaranteed for 50 years. 
Local jobbers, in some instances, say 
they have taken more orders for silver- 
ware during the past week than they 
did before in several weeks. 

Twine—A _ reduction of approxi- 
mately 20 per cent has been made in 
local prices on jute wrapping twine, 
following a similar reduction in manu- 
facturers’ lists. 

Vises.—The Athol Machine & Foun- 
dry Co., Athol, Mass., has notified the 
local jobbing trade that it has discon- 
tinued the manufacture of its oval slide 
vise, which was made in sizes from 2 
to 4 in., and is placing on the market 
a new U-beam vise for use in the home, 
on the farm, in the garage or work- 
shop. The material and workmanship 
of the new vise is the same as the com- 
pany embodies in its machinists’ vise, 
it is made in sizes ranging from 2% to 
4 in., and is rugged in construction. 

Watches.—The market on regular 
Leonard watches has been reduced 
from $1.60 to $1.40 each, and on the 
radium dial from $2.25 to $2.10 each. 
Prices on the smaller types of watches 
manufactured by this concern possibly 
will be revised later, according to ad- 
vices received by the jobbing trade. 


buying is light. There has been some 
little betterment in the automobile in- 
dustry, but it is still capable of very 
much more, none of the leading makers 
operating to more than 25 per cent, 
and some are closed entirely. The old 
saw that the lower the pendulum swings, 
the higher it swings, is going to hold 
good in the present depression in the 
steel trade, and once it gets going, it is 
firmly believed that this important in- 
dustry is going to have at least five 
years of great prosperity. 

Reports from leading jobbers and re- 
tailers of hardware in this district show 
that the volume of business in February 
was not as large as in January, but at 
the same time was satisfactory in view 
of the general depression, in all lines of 
business. Sentiment as to the future is 
better, and dealers believe that by April 
or early May, there will be more busi- 
ness, and more stability in prices. Men 
on the road report to their houses that 
there is a better sentiment in the trade, 
and that the worst of the slump is past. 
Price declines for several weeks have 
not been serious, but reductions have 
come along in an orderly way, and 
there are no signs of any demoraliza- 
tion in the trade. Jobbers and retailers 
are watching market developments 
closely, and are not inclined to antici- 
pate their needs. Stocks are low, and 
the lower prices that have come in 
nearly all lines of hardware have been 
absorbed by the trade without very 
serious loss to the merchant. 

The new demand for seasonable hard- 
ware is generally good, but on some 
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Builders’ hardware, 
mechanics’ tools and automobile sup- 
plies are particularly quiet for reasons 
well known to the trade. The open 
winter has restricted sales of automo- 
bile supplies, new building all over the 
country is at a low ebb, and manufac- 
turing plants are operating at a greatly 
reduced rate. 

Collections are reported to have tight- 
ened up some, and credits are restricted. 


Ammunition.—The decline in prices 
of metals, and which has been quite 
heavy in lead, has resulted in lower 
prices on shot, prices on what is known 
as B grades having been cut from 20 
to 25 cents per bag, and air rifle shot 
is from 15 to 20 cents per dozen lower. 
The new demand for all kinds of am- 
munition is quiet, but this is the off 
season. As yet there have been no 
changes in prices of metallic ammuni- 
tion, but the dealers feel that prices are 
higher than they should be, and are in- 
clined to carry as light stocks as pos- 
sible. 


Automobile Accessories.—The market 
on these goods is not in very satisfac- 
tory shape, the demand being quiet, and 
dealers are placing orders very cau- 
tiously, as they believe that lower prices 
on some goods in the near future are 
probable. On some lines of goods on 
which dealers have fairly heavy stocks 
bought some time ago, they are naming 
lower prices, in an effort to move them 
as fast as they can. 


Axes.—The demand is only fair, and 
dealers are keeping stocks as low as 
they can in view of an expected lower 
market in the near future. Jobbers 
quote from stock f.o.b. Pittsburgh, as 
follows: 


Single bitted unhandled, first quality, 


black axes, 3 Ibs. to 4 Ibs., $17.50 base 
second quality black unhandle d axes, $16. 50 
base; handled axes, $3 to $6 extra, ac- 


cording to grade. 


Builders’ Hardware.—The recent re- 
duction of 10 per cent or more on most 
lines of builders’ hardware has not 
stimulated the demand to any extent. 
On some lines, notably locks, the reduc- 
tion was as much as 20 per cent on the 
cheaper grades, but both makers and 
dealers say the demand is no better. 


Bolts, Nuts and Rivets.—There is no 
improvement to note in these products. 
The new demand is quiet, and as all the 
makers are anxious for business, and 
there is so little offering, prices are 
soft and are being more or less shaded. 
None of the makers is running to more 
than 30 to 40 per cent. Jobbers are 
naming lower prices. There has been 
no general change in discounts, which 
are shaded, and for small lots are as 
follows: 


Common carriage bolts, all sizes, are 
quoted at 40 per cent. Machine bolts, all 
sizes, take a discount of 45 per cent. Coach 


bolts also take 45 per cent. 

Stove bolts, 70 per cent. 
bolts, 50 per cent. Sink bolts, 70 per cent. 

Hexagon machine screws, nuts, iron, 20 
per cent. Brass, 4/32 to 8/32 in., 50 and 10 
per cent; 10/32 to 12/32 in., 40 per cent; 
14/32 in., 30 per cent. Lock washers, 40 per 
cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 50 and 10 per cent; 5% and larger, 


Common tire 


60 and 10 per cent. Lag screws, 45 per cent. 
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Toggle bolts, steel, bright finish, 50 per 
go rivets, 35 and 5 per cent; copper 
rivets, 50 and 6 per cent; black tinners’ 
rivets, 35 and 5 on new list; tin tinners’ 
rivets, use black list plus $7.25 per 100 Ib. 

Copper Products. — Prices on nearly 
all kinds of copper goods are lower, and 
makers report the demand quiet. The 
local manufacturer is running its works 
only three days per wetk, and reports 
orders quiet. We quote: 

Quantity prices, mill lots: 
Copper wire rods, black net. 
Copper wire, net .. . 
Copper sheets ...... 
Copper in roils ..... 
Copper bottoms ic. 
COMHSE FOES, TOUNE 2.0 vcciccccccrcsese 19.50c 
Copper rods, square and rectangular 20.25c 

C. G. Hussey & Co. quote copper con- 
ductor pipe to the large trade at 40 
and 10 and 5 off list; elbows and shoes, 
10 per cent off list; copper nails, base, 
27 cents per lb., with usual extras, and 
copper boiler tube ferrells, 60 per cent 
off list. 

Galvanized Ware.—The continued 
weakness and lower prices being made 
by the mills in prices on galvanized 
sheets is being felt in prices on gal- 
vanized ware, another reduction on 
practically all lines having been made 
by the makers in the past week, and 
which averages 5 to 10 per cent. The 
demand for these goods is slow, and 
jobbers and dealers are carrying light 
stocks, believing that prices may go 
lower. 


Hinges.—One other maker is said to 
have made a cut of about'10 per cent 
in prices, and the local market is some- 
what unsettled. 

Iron and Steel Bars.—Jobbers report 
that the demand for both iron and steel 
bars is quiet, buyers placing orders only 
for small lots to meet actual needs. 
Low prices are being named by the 
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mills on steel ‘bars, and output is run- 
ning at less than 50 per cent of normal. 
Jobbers are keeping stocks as low as 
they can. 

We quote from warehouses: Steel bars, 
$3 per lb. for the base sizes, with the usual 
mill differentials for other sizes; shafting, 
rounds, 4.85c. to 5.35c.; squares, flats and 
hexagons, 5.35. to 5.85c.; iron bars, 3.75c. 
per lb. base. 


Paints.—The local market on paints 
and painters’ supplies is more active 
than it has been at any time for some 
months. The demand is not yet nor- 
mal, but dealers say it has all the ear 
marks of being more active as the sea- 
son is near when painting will open up 
in earnest. Prices are reported to be 
fairly steady, but dealers still feel that 
prices on ready mixed paints should be 
lower, as this would no doubt bring or- 
ders in more freely. . 


Linseed oil is now quoted at 88c. per 
gallon in bbls. of 50 gallons. Turpentine is 
95c. per gallon in bbls. Mixed paints are 
held by jobbers to retailers at about $3 per 
gallon. White lead has been reduced and is 
now quoted by dealers to the small trade 
at $13 per 100 lb., with a reduction of 1° 
per cent over this price in 500 lb. lots. Var- 
nish ig being sold at about 40 per cent off 
list. 

Sash Weights.—A further cut of $5 
per ton has been made in prices, and 
jobbers now quote at about $45 per ton. 
The demand is quiet. 

Sheets.—The cutting in prices ou 
both black and galvanized sheets, and 
referred to in our reports several 
times, is still being done, the indepen- 
dent mills selling sheets at $10 per ton 
or more, under the prices of the Steel 
Corporation. Jobbers have also low- 
ered their: prices, and the whole sheet 
market is in unsatisfactory shape. In- 
dependent mills are quoting one pass, 
black annealed sheets as low as 3.85c. 
at mill, and, galvanized as low as 5c. 


at mill. Demand is quiet. 
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Office of HARDWARE AGE, 
604 Mercantile Library Building, 
Cincinnati, March 12, 1921. 

VERY noticeable improvement is 

reported from all sections of the 
hardware trade during the past two 
weeks. While buying is still of the 
conservative variety, the number and 
size of orders is steadily increasing, 
and both jobbers and dealers were 
somewhat surprised on looking over 
their February statements to find that 
the month, despite the lower prices at 
which goods were sold, was almost the 
equal of the same month last year, 
when everybody was scrambling for 
goods and a great deal of pyramiding 
of orders was being done. 

The spring trade is opening up, and 
dealers are ordering forward goods 
purchased last fall and the early part 
of the year. There is still some dis- 
position on dealers’ part, however, to 
let the jobber carry the bigger burden, 
and to order only as goods are abso- 
lutely needed. In some quarters this 
policy is looked upon as very un- 
businesslike, for while jobbers are 
carrying large stocks, they can hardly 
be censured for not ordering heavily 


from manufacturers. The danger lies 
in the fact that should business open 
up soon, there will be a scramble for 
goods, and with most of the manufac- 
turers running only part time, there is 
liable to be a shortage of goods, and 
the same conditions that obtained dur- 
ing the past year or two would again 
be witnessed. 

The price tendency continues gradu- 
ally downward. Some jobbers profess 
to see the end of the deflation period 
in sight. This is particularly true of 
the paint trades, as it is not expected 
that any price changes will be made 
before July 1 at the earliest. 

Alarm Clocks.—Factory shipments 
are reported to be improving slightly, 
and jobbers are now better able to 
take care of their customers than they 
have been for many, many months. 
Back orders are being cleaned up 
gradually, and it is expected that by 
the fall stocks will be in such shape as 
to meet partially at least, demands 
upon them. Prices have not changed 
recently, and no reductions are looked 
for. 

Aluminum Ware.—The demand for 
aluminum continues fair. With the 
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exception of the decline mentioned in 
last report, prices are steady. 

Automobile Accessories.—Jobbers 
report business as greatly improved, 
and one of them handling this line ex- 
tensively, reports that during the past 
two weeks his sales were fully equal 
to those of the same period last year. 
Springlike weather has had a stimulat- 
ing effect on sales of motor accessories. 
This is particularly noticeable in auto- 
mobile tires, sales of which are run- 
ning ahead of last year. The reason 
for this apparently is that during the 
past four or five months the tire busi- 
ness was practically dead, and stocks 
have been depleted to such an extent 
as to be almost negligible. A manu- 
facturer of automobile springs in this 
district has recently departed from his 
custom of marketing his line through 
the jobbers, and is now taking orders 
direct from dealers. Prices show very 
little change, and while there has been 
some price cutting, this was apparent- 
ly done more through fear of radical 
declines on the part of those having 
big stocks and who were anxious to 
reduce their inventories before the de- 
clines started. While there may be an 
occasional reduction in prices, jobbers 
do not think the line as a whole will 
be affected, and are so advising their 
trade. 

Builders’ Hardware.—This is one of 
the most active lines in the trade to- 
day, and the outlook for big business 
is extremely gratifying. There is no 
doubt that this district is in for a good 
year of home construction, and if one 
is to judge by the number of permits 
already issued, this year will easily 
come up to those of the period precéed- 
ing the war. It begins to look as 
though those jobbers’ who kept their 
stocks up in face of all difficulties were 
about to reap their reward. At any 
rate, sales of builders’ hardware are 
very good. While there has been some 
revisions of prices, the line as a whole 
shows no changes in the last two 
weeks, and no further reductions are 
expected to develop in the next few 
months. 

Butts.—Chicago steel butts have 
been reduced approximately 10 per 
cent since last report. 


Bolts and Nuts.—The demand is 
reported as normal. One jobber re- 
ports that he is having some difficulty 
getting the smaller sizes of machine 
bolts. This is probably accounted for 
by the fact that most of the factories 
are now running on orders, and are not 
making up any stock. At least that 
is the explanation given by the factory 
from which he usually gets his sup- 
plies. A 10 per cent decline in stove 
bolts is the only price change noted 
during the past fortnight. Jobbers 
quote: 


Machine bolts, small sizes, 50 and 10 off; 
larger sizes, 45 and 10 off; carriage bolts, 
8mall sizes, 45 and 10 off; larger sizes, 40 and 
10 off; stove bolts, 70 and 10 off; semi-fin- 
ished nuts, 9/16-in. and under, 70 off; larger 
Sizes, 50 and 10 off. 


Cotters.—A slight reduction has been 
made in cotters, and these are now 
quoted at 90 and 20 off list. 
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Corn Poppers.—An unusual thing 
these days was the receipt of a notice 
to the effect that Perfection corn pop- 
pers had been advanced 10 per cent. 


Drills.—Some adjustments have been 
made in the price of carbon and high 
speed drills lately. The demand is 
only fair at the present time, and 
stocks are good. 

Jobbers now quote drills at 45 and 10 off. 

Drill Rods.—A reduction has been 
made in prices on drill rods, and these 
are now being quoted by local jobbers 
at 40 and 10 off list. 

Emery Cloth.—New prices have been 
received on emery cloth, report of a 
15 per cent reduction having been made 
two weeks ago. Jobbers are now quot- 
ing emery cloth at 10 per cent off list. 

Eaves Trough and Conductor Pipe. 
—The demand keeps up very well, and 
sales are good. There have been no 
price changes of late, with the excep- 
tion of a slight reduction on eaves 
trough, amounting to 25c. on 100 feet. 
Jobbers quote: 

28-ga., 5-in., lap joint, single bead eaves 
trough, $5.75 per 100 ft.; 28-ga., 3-in., cor- 
rugated conductor pipe, $5.75 per 100 ft.; 
3-in. corrugated elbows, $1.95 per doz. 


Field Fence.—Jobbers report the re- 
ceipt of many inquiries for field fence. 
This is one instance where dealers have 
not placed many orders, and as a re- 
sult stocks are not in any too good 
shape to meet expected demands. 
Prices are stationary. 


Farming Tool Handles.—Some ac- 
tivity is reported in farming tool han- 
dles. Some jobbers felt that prices on 
handles were a little out of line, and 
took the matter up with the manufac- 
turers, but to date have been unable 
to get any lower quotations. Manu- 
facturers have about convinced the 
trade that prices on handles are not by 
any means unreasonble, in view of the 
prices they have to pay for materials, 
and the great increase in manufactur- 
ing costs during the past two years. 
Until costs are lower they hold out no 
hope of being able to reduce the sell- 
ing price of their goods and this is not 
in sight at present. 


Jobbers quote: D shovel handles, $7 per 
doz.; D spade handles, $6.75 per doz.; D 


manure fork handles, $6.60 per doz.; D 
spading fork handles, $6.60 per doz.; D 
ditch spade handles, $7.60 per doz.; D 


scoop handles, $7.00 per doz.; long hay fork 
handles, 5% ft., $4.85 per doz.; 6 ft., $6.35 
per doz.; 7 ft., $9.50 per doz.; bent hay 
fork handles, 5 ft., $4.85 per doz.; 5% ft., 
$5.75 per doz.; 6 ft., $7.25 per doz.; long 
manure fork handles, $4.25 per doz.; socket 
hoe handles, $3.25 per doz.; cotton hoe han- 
dles, $3.25 per doz.; planter hoe handles, 
1%-in., $4.60 per doz. The above prices are 
all for extra quality handles. 

Garden Ploughs.—New prices have 
been received on garden ploughs, and 
jobbers have changed theirs accord- 
ingly. : Garden ploughs are now being 


quoted at $3.00 each. 


Galvanized Ware.—A further reduc- 
tion of approximately 5 per cent has 
been made on galvanized ware, but as 
the new prices have not been received 
from manufacturers local jobbers have 
not revised their quotations. This 
line is moving well right now, and there 
is a shortage of 10-qt. pails. Jobbers 
continue to quote old prices, which are 
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given below, but these will be changed 
before the week is out. 

Galvanized pails, 10-qt., $2.95 per doz.; 
12-qt., $3.25 per doz.; 14-qt., $3.60 per doz.; 
16-qt., $4.40 per doz.; Galvanized tubs, No. 
0, $6.75 per doz.; No. 1, $8.30 per doz.; No. 
2, $9.35 per doz.; No. 3, $10.85 per doz. 

Glass.—With building construction 
on the increase, jobbers report the de- 
mand for window glass as much im- 
proved over the first two months of the 
year. More buildings are being fig- 
ured on now in a week than has been 
the case in many recent months. By 
early summer jobbers expect business 
to be very brisk. Many of the glass 
factories which had been shut down 
owing to fuel scarcity have not yet 
reopened. Stocks on hand, however, 
are sufficient to meet present needs, 
but with a building boom in sight, a 
shortage is not improbable. Prices on 
window glass have not changed much 
within the past year or so, and with 
the wages of workers set at last year’s 
scale, and no hope of a reduction in 
fuel bills, a reduction is not looked for. 
Labor and fuel constitute approximate- 
ly 80 per cent of the cost of manufac- 
ture, and with these two items the same 
as last year, it will be seen that very 
little room is left to effect economies. 
Jobbers are quoting: 


Single strength A., all sizes, at 77 per 
cent discount; single strength B, 79 per 
cent discount. A further discount of 5 per 


cent is allowed to box buyers. 

Hacksaw Blades.—New prices have 
been received on hacksaw blades, and 
jobbers have changed their lists ac- 
cordingly. Hacksaw blades are now 
quoted at 20 and 10 off. 

Lasts and Stands.—Shoemakers lasts 
and stands have been reduced 10 per 


cent. Jobbers have put the changes 
into effect. 
Lathe Dogs.—Manufacturers of 


lathe dogs have reduced prices approxi- 
mately 10 per cent since last report. 
Jobbers are now quoting these at list. 

Lawn Mowers.—While most of the 
dealers placed their orders for lawn 
mowers last fall, some interest is being 
displayed in them. Lawn mowers are 
beginning to come in from manufactur- 
ers, and jobbers are filling orders on 
receipt. Prices are the same as those 
quoted last fall. 

Nails.—While there is, no scramble 
for nails, business is looking up nicely. 
Reports that jobbers will further re- 
duce their prices apparently have no 
foundation. The margin between sell- 
ing prices and costs is now at the low- 
est point for many years, and a fur- 
ther reduction is not justified, accord- 
ing to most jobbers. 


Jobbers quote: Wire nails, $3.75 per keg, 
base; cement coated nails, $3.50 per keg, 
base; cut nails, $6.00 per keg, base. 


Poultry Netting.—There is quite a 
little interest being shown in poultry 
netting. Prices have not changed since 
last fall, and jobbers continue to quote: 

Poultry netting, galvanized before weav- 
ing, 50 per cent discount; galvanized after 
weaving, 45 per cent discount, 

Pattern Letters.—A slight reduction 
has been made in pattern letters. Job- 
bers now quote 50 per cent off list. 


Royalware.—A reduction of 5 per 
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cent is announced in prices of Royal- 
ware. Local jobbers have put the re- 
duction into effect. 


Refrigerators.—Some interest is 
being manifested in_ refrigerators. 
Prospects are excellent for a good sea- 
son’s business. Some are already be- 
ing shipped out on orders placed last 
year at the same prices as then in 
effect. 

Rivets.—Sales are normal, or nearly 
so, for this season of the year. 


Jobbers quote rivets, in keg lots, at 50 
and 10 off list. 


Shot.—There seems to be no stop- 
ping the decline in the price of drop 
shot, as a further reduction of 10c. a 
bag is reported since last issue. 

Jobbers now quote drop shot, in 25 Ib. 
bags, at $1.80 per bag. 

Screen Doors.—These are commenc- 
ing to move in a small way. No price 
changes are reported, and none are ex- 
pected to develop. 

Sash Cord and Sash Weights.—No 
new developments are reported in 
either of these items. Prices are the 
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same as those ruling two weeks ago. 


Jobbers quote: Sash cord, 35c. lb.; sash 
weights, $2.75 per 100 Ibs. 


Screws.—The demand for screws is 
normal. A_ slight reduction is re- 
ported in machine screws, but other- 
wise the situation is unchanged. Job- 
bers quote: 

Machine screws, 70 per cent off list; cap 
screws, 45 and 10 off; set screws, 50 and 
10 off; wood screws, 70 and 20 off; lag 
screws, 50 and 10 off. 

Wrenches.—Coes wrenches are now 
quoted by local jobbers at 331/3 and 5 
per cent off list. 

Wire Cloth.—Some orders are being 
placed with local jobbers for wire cloth. 
Prices show no change from those pre- 
vailing since last fall, and jobbers con- 
tinue to quote: 


Black painted wire cloth, 12-mesh, $2.49 
per 100 sq. ft. 


Files.—A reduction in prices of files 
has been made by local jobbers, dis- 
counts now being 50, 10 and 10. This 
represents a reduction of approximate- 
ly 15 per cent, and applies to practical- 
ly all makes. 
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Office of HARDWARE AGE, 
Minneapolis, Minn., 
March 8, 1921. 

Builders’ Hardware.—There is a de- 
cided improvement in the building situ- 
ation. Several contracts have been let 
and work started. Indications are that 
this improvement will continue unless 
unexpected trouble should develop with 
the building trades union, which has re- 
fused to accede to the new wage sched- 
ule suggested. 

Brads.—Stocks are in good condition 
and jobbers will be able to meet normal 
demands. Present sales are light. No 
price changes. 

We quote from local jobbers’ stocks: 75 
per cent from standard lists. 

Bolts.—Stocks are in good condition. 
Demand is very much below normal. 
Prices remain as last. 

We quote from local jobbers’ stocks: 
Small carriage bolts, 40 per cent; large 
carriage bolts, 35 per cent: small machine 
bolts, 50 per cent; large machine bolts, 45 
per cent; stove bo'ts, 65-5 per cent; lag 
screws, 50-5 per cent. 

Churns.—Business remains at a 
rather low point in this line. Price re- 
mains firm. 

We quote from local jobbers’ stocks: 
Belle churns at 45 per cent from standard 
lists. 

Eaves Trough Conductor .Pipe and 
Elbows.—Sales in this line remain very 
light, considering this season of the 
year is fairly active as a rule for repair 
requirements. No price change. 

We quote from local jobbers’ stocks: 
Eaves troughs, 28-ga., 5-in. lap joint, single 
bead, $6.82 per 100 ft.: conductor pipe, 28- 
ga., corrugated, 3-in., $6.93 per 100 ft. El- 
bows, 3-in., corrugated, $1.94 per doz. 

Files —Sales are slow. Jobbers’ 
stocks are in good condition. The long 
expected decline has been put into 
effect. 

We quote from local jobbers’ stocks: 
Nicholson Files, 50-10 per cent from list; 
Riverside, 50-10-5 from list. 

Galvanized Ware.—Sales have shown 
a slight improvement following the re- 
cent price reductions. This drop in 








price did not, however, develop any large 
orders. Price has been still further 
reduced. ; 

We quote from local jobbers’ stocks: 
Standard No. 1, galvanized tubs, $7.60 per 
doz.; standard No. 2, $8.55 per doz.; stand- 
ard No. 3, $10 per doz.; heavy galvanized 
No. 1, $20 per doz.; heavy No. 2, $21.50 per 
doz.; heavy No. 3, $23 per doz.; standard 
10-qt. galvanized pails, $2.64 per doz.; 
standard 12-qt., $2.93 per doz.; standard 
14-qt., $3.29 per doz.; standard 16-qt. stocks, 
$5.25 per doz.; standard 18-qt. stock, $6.10 
per doz. 

Hose.—Jobbers of hose report ship- 
ments unusually light for this time of 
the year and that dealers are not pre- 
pared to meet a normal demand. Price 
remains as last quoted. 

We quote from local jobbers’ stocks: 
Competition, %-in., 3-ply, 10c. per ft.; 5- 
ply, rubber, %-in., l4c. per ft.; %-in., cot- 
ton, 13%c. per ft. 

Ice Cream Freezers.—A very small 
volume of sales has developed on 
freezers, and prospects are that sales 
will be small this season. Prices set 
for the season are high. No price 
change. 

We quote from local jobbers’ stocks: 
4-qt. White Mountain, $5.78 each; 8-qt. 
White Mountain, $9.45 each. 

Lawn Mowers.—No price changes are 
expected on mowers for this season, as 
these are practically all manufactured 
and ready for shipment. It is too early 
for development of retail sales. Prices 
as last quoted. 

We quote from local jobbers’ stocks: 
Philadelphia lawn mowers, styles C, E and 
K, at 25 per cent from list. Riverside, ball- 
bearing, at $9.50 each. ° 

Milk Cans.—Very little business is 
being done, and as a result prices are 
weak and vary somewhat. No further 
decline since last report. 


We quote from local jobbers’ stocks: 
Railroad milk cans, 5-gal., $3.40 each; 8- 
gal., $4.20 each; 10-gal., $4.45 each. 


Nails.—Jobbers’ stocks are in good 
condition, with sales showing some im- 
provement. There has been no further 
change in price. 

We quote 





from local jobbers’ stocks: 


Bright wire nails, $4.35 base; cement coated 
nails, $4 base per keg. 
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Paper.—Stocks are in good condition 
and sales are showing improvement. 
Prices show no further change, but 
market conditions are weak. 


We quote from local jobbers’ stocks, 
f.o.b.: Barrett's No. 2 tarred felt, $3.40 
ewt.; Barrett’s threaded felt, 500-ft. rolls, 
$1.78 per roll; Slater’s felt, $1.39 per roll. 
No. 20 red rosin, 75c. per roll; No. 25 red 
rosin, 85c. per roll; No. 30 red rosin, $1 
per roll. 


Planters.—Sales remain only fair and 
individual orders are small. Price re- 
mains as last quoted. 

We quote from local jobbers’ stocks: 


Acme potato planters and corn planters, 
$11.25 each. 


Poultry Netting—Business is devel- 
oping very nicely in this line, although 
no large orders are being received. 
Price remains as last quoted. 

We quote from local jobbers’ stocks: 
Hexagon pou'try netting, 40-10 per cent 
from standard lists. 

Rope.—Volume of business is very 
small. Price remains as last quoted. 


We quote from local jobbers’ stocks: 
Pure manila rope at 21%c. per lb. base; 
Pure sisal rope at 16%c. per lb. 


Sandpaper.—A_ slight improvement 
is noticed in sales of abrasives, and if 
building conditions improve as antici- 
pated a good business should develop. 
No price change. 


We quote from local jobbers’ stocks: 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at £6.50 per ream; No. 1 Garnet 
paper at $15 per ream. 


Sash Cord.—Very small demand this 
early in the season. Prices remain 
same as last report, but market condi- 
tions are weak. 


We quote from local jobbers’ stocks: 
Silver Lake No. 8 at 65c. per Ib.; ordinary 
braided cotton, No. 8, at 38c. per Ib. 


South Dakota Convention 
(Continued from page 63) 
munity sing was dispensed with on 
the last morning of the convention. 

Questions discussed were: 

Has anyone changed his mind on 
the viewpoint for 1921 business 
since coming to the convention? 

What are the prospects for 1921 
as to prices—as to sales? 

These questions brought up oth- 
ers and the discussion was lively 
for more than an hour, after which 
committee reports were heard. 


Whitfield Elected President 


The following officers were 
elected: President, E. M. Whit- 
field, Sioux Falls; vice-president, 
H. A. Peterson, Mitchell. 


Secretary and Treasurer Elected 


Immediately after the close of 
this session the members of the 
board of directors called a meet- 
ing for the purpose of electing a 
secretary and treasurer. C. W 
Parker, Murdo, was re-elected as 
treasurer, and H. O. Roberts, Min- 
neapolis, succeeded himself as sec- 
retary for this year. This was the 
final official meeting of the conven- 
tion and concluded one of the best 
conventions of the Middle West this 
year. 
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Keeping the Hinge Counter Busy 


we... Advertising in 1921 will 
continue to direct the thoughts of The 
Saturday Evening Post and The Literary 
Digest readers toward the importance of all 
hinges and the particular advantages of those 
stamped with the name McKinney. 


In addition, the McKinney message will go 
to readers of System—read by executives and 
business men who influence and authorize pur- 
chases. You will find the McKinney adver- 
tisement in every issue of this magazine, 
opposite the feature business editorial. 


Another extensive campaign is being con- 
ducted to interest Architects and Builders. 
Full page advertisements appear in each 
issue of the leading Architectural and Build- 
ing publications. The big hinge buyers are 
being impressed with the McKinney standard. 


For dealers there is a series of general 
hardware newspaper advertisements. - You 
are also urged to display McKinney colored 
counter cards and to use McKinney direct-by- 
mail literature. This advertising material 
will be forwarded upon request. 


Also manufacturers of garage 
and farm building door-hard- 
ware, furniture hardware and 
McKinney One -Man Trucks. 
These McKinney One-Man 


MCKINNEY 


Hinges and Butts 


Western Office, State-Lake Bldg., Chicago. 


Trucks eliminate the need of 
extra helpers and cut trucking 
costs in half. 


McKinney MANUFACTURING Co., Pittsburgh. Export Representation. 
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Being Products 


Waffle Iron of Novel Design 


A new design in waffle irons is offered 
the trade by the Griswold Mfg. Co., 
Erie, Pa. It is the Heart-Star model, 
named because of the novel shape of 
delicious waffles it will produce. Five 
perfectly shaped hearts and one star 
are turned out at one cooking. 

Though unusual in appearance, the 
Heart-Star iron is very substantial and 
will last indefinitely. It is equipped 
with cool coil handles that will not 
heat up or become loose. The ball-bear- 
ing hinge makes it easy to reverse the 
batch, bringing to both sides an even 
and delicate brown that tempts the 
small appetite to grow larger. A cup 
and groove catch the grease that would 














i ee See 
Heart-Star Waffle Iron 


otherwise run into the fire. Low rings 
are used on the coal range and electric 
stove models. For gas and oil stoves 
deep rings are used. 

The Heart-Star is furnished in iron 
and aluminum. 


One Hand Adjustable Wrench 


The Hy-Speed Wrench Co., Chicago, 
have placed ‘on the market a-line of 
quick adjustable wrenches to which the 
significant name of “Quicklamp” has 
been given. Unlike other types of 
quick adjustable wrenches there is an 
absence of springs, pawls and ratchets 
or any of the mechanical details which 
are the features of a majority of quick 


adjustable wrenches and which are sub- 
ject to wear and derangement. 

The Quicklamp is readily locked into 
a fixed position, owing to the peculiar- 
ity of the threads of the cut, which is 
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Quicklamp Adjustable Wrench 


the distinguishing feature of this line 
of wrenches. This nut is so constructed 
that a series of double threads running 
concentrically for more than two hun- 
dred degrees terminate eccentrically 
for forty-five degrees, leaving an in- 
tegral key and passageway for rack- 
bar. This peculiar nut is the product 
of a special automatic machine. The 
rackbar is so constructed that its 
threads present their apex to the apex 
of the threads of the cut, always insur- 
ing instant engagement. 

A complete locking engagement oc- 
curs between the eccentric threads of 
the cut and the full threads of the rack- 
bar, converting the wrench into one of 
fixed type when so desired. 

As ordinarily employed the sliding 
jaw is clamped rigidly against the nut, 
preventing the rounding of corners or 
injury to jaws of the wrench. 

In construction these wrenches are 
as simple and positively mechanical as 
wrenches of standard types, The vari- 
ous parts are given proper heat treat- 
ment to meet the stresses to which 
they are subject. 

The value of these wrenches is not 
only in their great time saving, but in 
their saving from injury. nuts and cap 
screws. 

A particular feature is that the 
Quicklamp can be operated deftly in 
one hand, the nut and raekbar being 
manipulated between the thumb and 
forefinger. 


Simplifies Cooking and Canning 


Every housewife knows that cook- 
ing three meals a day—year in and 
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Placed on the Market by Hardware Manufacturers 


year out—is hardly thrilling nor is the 
siege of summer canning. It’s all 
pretty steady and uncomfortable work. 
It is the claim of the Toledo Cooker 
Co., Toledo, Ohio, that Conservo, a 
product of interest to women folks, 
makes these labors real joy. 

Conservo, as can be seen by the illus- 
tration, is a cooker with a fair size 
capacity. A water tank is provided at 
the base. One burner will supply suf- 
ficient heat to vaporize the water. The 
resulting steam is automatically regu- 
lated by a patented process that allows 

















Conservo 


sufficient steam under pressure to cook 
the foods placed in the cooker. For 
canning the Conservo cooker is very 
handy. The fruit may be “cold packed” 
in the sealed jars and placed in the 
cooker; while the operator gets the 
next lot ready the cooker prepares the 
canned fruit for keeping. 

A full course dinner could be cooked 
at one time with Conservo—in fact, a 
survey of its many uses will bring to 
light that it really affects a great fuel 
saving. The method of cooking by 
steam under pressure has been con- 
ceded by several culinary experts as 
the most desirable way of retaining 
the maximum of flavor and nutrition. 


Reading matter continued on page 92 
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[SX] A Better Grindstone for Any Purpose |‘ 
| . roy |i 
| ! 
| 
| TUBULAR FRAME WOOD FRAME 
Sturdily built with  self-con- Sturdily built—hand or pedal 
tained, adjustable seat. Pedal operated—standard R-W quality 
operated. stone. 
POWER | 
ANGLE IRON FRAME GRINDSTONES 
A strongly built equipment, ped- Equipped for belt-drive power— 
al operated. Same high grade wood or metal frame. Made in 
stone as furnished with tubular sizes to meet all general require- 
frame construction. ments. 
e » 
The grindstone season is here. There is a real demand to be met 
| Offer the same superior quality ene for oe = — 1 
| when you sell grindstones that you : . proce y lle ‘ mae aslind _— 
| do when you sell Richards-Wilcox itopes _ ae oar as — I 
doen tininne one way. If you are already carry- | 
: ing the line, bring your stock up 
| Richards-Wilcox grindstones are to the minute. If you are not al- 
| universally accepted as offering ready carrying the line, get your 
better all-around satisfaction than order in this minute. Send for 
| any other type sold. catalogue UB3. 
| 5] | 
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Electric Sign Warns Other 
Motorists 


The Double Safety Signal is a hand 
controlled electrically operated automo- 
bile signal device made by the Double 
Safety Signal Co., 192 North Clark 
Street, Chicago, 

The signaling portion is placed on 
the rear left hand fender and may be 
read from the front or back, thus 
warning the man behind, the man ap- 
proaching and the traffic policeman at 
the corner of the driver’s intention be- 
fore it is too late. In most States the 
law requires a signal to be given when 
turning to left or right and when stop- 
ping. This device provides for all 
three actions. With the closed car it 
is impossible to give a hand warning 
and at night with any type of car it 
is difficult to tell the other fellow, 

With the Double Safety Signal it is 
only necessary to manipulate a small 
hand lever located at a point convenient 
to the driver’s wheel. This lever is 
moved down and the stop signal lights 
up. Turned to the left or right and 





Double Safety Signal 


the left or right signal, respectively, 
are shown. 

It is said to be a simple device to in- 
stall, connecting it to the battery or 
light line and grounding it at a con- 
venient point. The frosted bulbs that 
are used can be replaced very easily. 
There are no mechanical parts to get 
out of order, and the current wires are 


waterproofed so that rain, snow or 
sleet will not affect the efficiency of 
the signal. The arrows pointing the 
direction show up in white and the 
initial letters in red, against a black 
background. 

The signal comes packed complete 
ready to assemble and install. 


Auto Heater With Aluminum 


Core 
The Superior Aluminum core auto- 
mobile heater is known as a “warm 

















Superior Auto Heater 


friend” and is made by the Joyce Auto 
Products Co., 2953 South Michigan Ave- 
nue, Chicago. 

The heating core, as the name would 
indicate, is a one-piece aluminum cast- 
ing—no joints to leak and no coils to 
create back pressure, A universal valve 
fits any size exhaust pipe. It is a red 
brass malleable casting with the flanges 
tamped down to conform to the exact 
contour of the exhaust pipe. A nickel- 
plated heat control is placed upon the 
dashboard, from which point the heat 
may be hand-regulated at the discre- 
tion of the driver. The heating core 
forms a flush floor type radiator in the 
tonneau and adds greatly to the ap- 
pearance of the car. 

When installed there is no operating 
expense. The heat given out with the 
discharge of burnt gas is utilized and 
without any power loss. The heater 
may be used on either open or closed 
cars. Aluminum was chosen for the 
core because it is known to radiate heat 
quickly. 

A heater of this type would make 
all-year driving not only possible, but 
a genuine, healthy pleasure. 





For Better Tire Service 


A new automobile improvement 
which will be of interest to the hard- 
ware trade is the Tirometer Heavy 
Touring Tube placed on the market by 
Currie Brothers Company, Atlanta, 
Ga. 

The average hardware dealer who 
handles tires knows from past’ experi- 
ence that the annoying feature about 
the business is the matter of adjust- 
ments. It is claimed that underinfla- 
tion is responsible for ninety per cent 
of premature tire troubles and lessens 
the life of a casing at least one-third. 
It is undisputed that car owners do 
not take air pressure half frequently 
enough. 

The Tirometer Heavy Touring Tube 
has been designed to do away with the 
underinflation evil and consequently 
lessen the number of adjustments. 

Instead of the ordinary air valve the 
Tirometer Heavy Touring Tube has an 
air valve which is also a scientifically 
accurate pressure gauge. There is a 
transparent, practically unbreakable 
dust cap that keeps oil, grease and grit 
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Ttrometer 


out of the valve without interfering 
with the instant reading of the air 
pressure. 

These new tubes are now in produc- 
tion on all sizes. They are made in 
both red and gray and can be used in 
any pneumatic casing or on any type 
of wheel. 


Reading matter continued on page 94 
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9,295,252 


Dutch Brand Customers 
AND PROSPECTIVE CUSTOMERS 


How many are you selling? These 
9,295,252 cars are in need of repairs, 
refinishing or reconditioning most of 
the time. Count the number of autos 
in your territory and figure out what 
your sales would be if you sold only one 
tube of Dutch Brand Auto Puncture 
Cement, or one can of Dutch Brand 


Dutch Brand Auto Chemical Necessities are in demand everywhere. 
every dealer to carry enough stock to enable him to supply these numerous autoists. 


the opportunity to build up big sales. 


Orange Gasket Shellac Solution, or one 
roll of Dutch Brand Friction Tape, or 
one of any of the other indispensable 
Dutch Brand Products, to each auto 
owner. Isn’t this a wonderful selling 
field? In the light of these figures can 
you offer any possible excuse for lack of 
business? 


It only remains for 
Here is 








Write for illustrated Dutch Brand Catalog today. 


Order your stocks at once from your jobber and enjoy the pleasure of selling one of the 
most profitable lines of shelf goods now being handled by progressive hardware dealers. 


VANCLEEF BROS. 


Manufact Dutch Brand Rubber Cement. 
and Auto Chemical Speciatties — 


Woodlawn Ave., 77th to 78th Sts. 
CHICAGO. U. S. A. 
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WEDOWEE, ALA.—J. T. Burns has 
taken over the stock and business of 
A. L. Kent & Co. Catalogs requested 
on furniture and stoves. 


CoLusa, CAL—Pace & Westcott are 
successors to Harris N. Brown. 


BuRLEY, IDAHO.—Swanson & Musser 
are the new owners of the hardware 
and implement business of the Filer 
Hardware Co. Catalogs requested on 
a general line of hardware. 

IRVING, ILL.—Fowler & Byron have 
disposed of their stock to the Fowler 
& Cress Hardware Co. 


Paris, ILu.—P. J. Breen has moved 
to a new location at 123 East Wood 
Street. 

SHAWNEETOWN, ILL.—Wiederhold & 
Co. have bought the hardware business 
of George Wiederhold. 

Attica, IND.—J. W. Henry has pur- 
chased the interest of J. S. Thomas in 
the Attica Hardware Co. The firm 
name will remain unchanged. 

Cicero, InpD.—Earl Stewart and Roy 
Hockman have commenced business 
here under the name of the Stewart- 
Hockman Co. Their stock consists of 
the following: Automobile accessories, 
automobile tires, barn equipment, belt- 
ing and packing, builders’ hardware, 
churns, cream separators, cutlery, dairy 
supplies, electrical household special- 
ties, electrical supplies and equipment, 
farm implements, flashlights, fishing 
tackle, gasoline engines, guns and am- 
munition, harness, heating stoves, 
heavy hardware, incubators, lubricat- 
ing oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing depart- 
ment, poultry supplies, prepared roof- 
ing, pumps, shelf hardware, silver- 
ware, stoves and ranges, washing ma- 
chines and wheel a Catalogs re- 
quested on a general line of hardware. 

Woopwarp, Iowa.—The Vails Hard- 
ware Co. has suffered a slight fire loss. 

Lucas, KAn.—The Lucas Hardware 
Co. has purchased the stock of Drago 
& Wilcox. 

Norway, KAN—The stock of S. I. 
Erickson has been damaged by fire. 

Futon, Ky.—The W. P. Felts Hard- 
ware Co. now carries a stock of the 
following: Barn equipment, bathroom 
fixtures, belting and packing, builders’ 
hardware, cream separators, crockery 
and glassware, dairy supplies, farm 
implements, flashlights, fishing tackle, 
gasoline engines, guns and ammunition, 
harness, heating. stoves, heavy hard- 
ware, lubricating oils, mechanics’ tools, 
poultry supplies, prepared roofing, 
pumps, refrigerators, shelf hardware, 
silverware, stoves and ranges, toys and 
games, vulcanizing department and 
wheel toys. 

HENDERSON, Ky.—P. A. Blackwell & 
Co., 217-219 Main Street, doing both a 
wholesale and retail business, request 
catalogs on screen wire cloth. 

Mars Hitt, MAINE—E. M. Smith & 
Son are successors to E. M. Smith. 

PocomoKE City, Mp.—William E. 
Hall & Son are the new owners of the 
stock of Picken & Hall. 

JONESVILLE, Mico.—H. C. Menke has 
sold his interest in the hardware busi- 
ness of Menke & Grill to F. E. How- 


Notes of the Retail Hardware Trade 


land. Howland & Grill is the new firm 
name, and catalogs are requested on 
automobile accessories, automobile 
tires, barn equipment, bathroom fix- 
tures, belting and packing, bicycles, 
builders’ hardware, building paper, 
churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, dy- 
namite, electrical household specialties, 
farm implements, flashlights, fishing 
tackle, furnaces, garage hardware, gas- 
oline, gasoline engines, guns and am- 
munition, hammocks and tents, harness, 
heating stoves, heavy hardware, home 
barbers’ supplies, incubators, insecti- 
cides, kitchen housefurnishings, linol- 
eum and oil cloth, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, prepared 
roofing, pumps, refrigerators, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, tin shop, toys and 
games, washing machines and wheel 
toys. 

ROYALTON, MINN.—Peter Kroll has 
bought the business of B. Fistsam. 


FARMINGTON, Mo,—D. J. Hughes has 
disposed of a half interest in his store 
to W. R. Owens, which he will operate 
under the name of the Farmington 
Hardware Co. Mr. Hughes was for- 
merly in business in Overland. The 
new concern requests catalogs on shelf 
hardware, stoves and furnaces, refrig- 
erators, washing machines, gasoline 
engines, barn and garage equipment, 
plumbing supplies, poultry and dairy 
supplies, paints, oils and varnishes, 
tinners’ supplies and sporting goods. 

OxFrorD, N. Y.—V. Carl Emerson and 
Van D. Burchard have become part- 
ners in the hardware business with 
A. S. Burchard. The name of the firm 
has been changed to the A. S. Bur- 
chard Co. The business has been es- 
tablished over thirty-three years. 


GREENSBORO, N. ©C.—Hanner Bros., 
composed of E. E., V. R. and J. C. Han- 
ner, have commenced business at 534 
South Elm Street. They will deal in 
automobile tires, barn equipment, bicy- 
cles, builders’ hardware, building pa- 
per, churns, cream separators, cutlery. 
flashlights, fishing tackle, guns and 
ammunition, paints, oils, varnishes and 
glass, prepared roofing, silverware, 
sporting goods, stoves and ranges, 
tin shop and washing machines. 

NELSONVILLE, OHIO.— The Cable 
Hardware Co. has been incorporated 
with a capital stock of $60,000 to do 
both a wholesale and retail business in 
the following lines: Automobile acces- 
sories, automobile tires, belting and 
packing, bicycles, builders’ hardware, 
building paper, churns, crockery and 
glassware, cutlery, dynamite, electrical 
household specialties, flashlights, fish- 
ing tackle, garage hardware, guns and 
ammunition, heating stoves, heavy 
hardware, home barbers’ supplies, 
kitchen house furnishings, mechanics’ 
tools, paints, oils, varnishes and glass, 
prepared roofing, pumps, refrigerators, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, tin shop and 
washing machines. The incorporators 
are F. M. Moore, C. A. Moore, E. J. 
Cable, D. C. and S. E. Dean. Catalogs 


requested on a line of general hard- 
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Rocky River, Oun10.—F. S. Ingersoll, 
who will erect a new store building, re- 
quests catalogs. 

SENECA, Mo.—The Seneca Supply 
Co., operating a branch store at Blue- 
jacket, Okla., has started in business 
here, carrying a line of hardware, im- 
plements, vehicles, cutlery, sporting 
goods, automobile accessories, harness, 
buggy whips and a general line of shelf 
hardware. 

GRANDFIELD, OKLA.—The stock of F. 
ba Willingham has been damaged by 
re. 


NORTHAMPTON, Pa. — James E. 
Knerr’s Sons have succeeded to the 
business formerly conducted by Knerr 
Bros. Their business is both wholesale 
and retail. Catalogs requested. 

MEpDIA, Pa.—The business heretofore 
conducted by Henry C. Snowden, Jr., 
has been incorporated under the name 
of Henry C. Snowden, Jr., Inc. 


OLD ZIONSVILLE, Pa.—M. J. Miller 
& Son is successor to M. J. Miller. 

VINTONDALE, Pa.—The Vinton Sup- 
ply Co., operating a branch store at 
Claghorn, has been incorporated with 
a capital stock of $10,000 to deal in 
automobile accessories, automobile 
tires, bicycles, builders’ hardware, 
building paper, churns, crockery and 
glassware, cutlery, flashlights, guns 
and ammunition, heating stoves, heavy 
hardware, kitchen cabinets, kitchen 
housefurnishings, linoleum and oil 
cloth, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry supplies, pre- 
pared roofing, refrigerators, sewing 
machines, shelf hardware, silverware, 
sporting goods, stoves and ranges, toys 
and games, washing machines and 
wheel toys. 

BRENHAM, Tex.—F. W. Schueren- 
berg, Inc., has increased its capital 
stock from $100,000 to $200,000. The 
business is wholesale and retail. 

VicToriA, TEx.—The Victoria Hard- 
ware Co. has increased its capital stock 
from $30,000 to $80,000. A wholesale 
and retail business is conducted, and 
catalogs are requested on incubators. 

MANNINGTON, W. VA.—A. R. Cona- 
way has purchased the interest of E. D. 
Conaway in the Hess Hardware Co. 

WHEELING, W. Va.—Nesbitt & Bro. 
will retire from business about April 1. 

WAITSBURG, WASH —The John Smith 
Hardware Co. has been succeeded by 
Hayes & Shuford. 

Spooner, Wis—A. D. Burnett has 
disposed of his hardware business to 
Henry Donatell. 

Wooprorp, Wis.—William Bishell, 
purchaser of a hardware business here, 
requests catalogs on barn equipment, 
belting and packing, builders’ hard- 
ware, churns, cream separators, dairy 
supplies, electrical supplies and equip- 
ment, farm ‘implements, flashlights, 
fishing tackle, furnaces, garage hard- 
ware, gasoline, gasoline engines, guns 
and ammunition, hammocks and tents, 
harness, heating stoves, heavy hard- 
ware, home barbers’ supplies, lubricat- 
ing oils, mechanics’ tools, paints, oils,’ 
varnishes and glass, plumbing depart- 
ment, pumps, shelf hardware, silver- 
ware, sporting goods, stoves _and 
ranges, tin shop and washing machines. 
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ARM comfort brings cold cash. 
Heatless homes are cheerless 
places. On chilly Spring days when 
shortage of coal means excess of cold 
the UNIVERSAL Sunflower Heater 


gets in its warm work. 















The UNIVERSAL Sunflower Heater is new. 
In its newness lies its betterness in every feature 
from its unique design and handsome finish to 
its superior heating qualities. Comfort is always 
marketable. It sells quickly and pays well. The 
UNIVERSAL Sunflower is an ever-blooming 
source of profit. Its usefulness is all-round and 
year round. It sells best’ when needed most— 
right now—in Spring. 





Rich Florentine Bronze Finish. Highly 
Burnished Copper Reflector casts radi- 
ance resembling a huge sunflower. Cool 
Handle conveniently placed on back of 
Adjustable Reflector. Heating unit 
with Lamp Socket Base easily removed 
to insert lamp for illuminating pur- 
poses. Strong Wire Guard. 





Write for ready-to-print Newspaper Ads 
and other sales help, 











LANDERS, FRARY & CLARK New Britain, Ct. 
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Will this tire season bring 
you good profits ? 


If you had a tire which, besides having all the usual features of quality tires, 
also possessed five big, outstanding, distinctive points of superiority over any 
other tire; and if your customers could actually see for themselves, immedi- 
ately, your tire’s distinctive points of excellence— 


Wouldn’t you feel pretty confident of gathering in a harvest of good sees 
during the oncoming tire season? 


The Traveler is such a tire. Anda splendid six-year record proves that 
Traveler points are actual performance points as well as selling points. 


Compare the 7raveler cross-section with that of any other tire., You can 
see for yourself the 50% thicker tread, the double breaker strip, the extra ply 
of fabric, the 15% to 20% heavier weight and the flat “inside” shape, Travelers’ 
biggest mileage maker. The illustration below shows these points, but write us 
today for proof and for our proposition to dealers. 


The Traveler Rubber Co., of Bethlehem, U. S. A. 


Factory and Sales Headquarters: Bethlehem, Penna. 


TRAVELER Tike OrpINarY TIRE 





50% 
THICKER 
TREAD 











DOUBLE 
BREAKER 
STRIP 








EXTRA PLY 
FABRIC 








FLAT “INSIDE” 
SHAPE — the 

est TRAVELER 
mileage maker 

















15YoTO 20% HEAVIER 

















the tires built flat inside 
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OFFSET SOLID SOCKET 
WRENCH 


12 1s. T HANOLE 


SOLID SPEED BRACE SOCKET WRENCH 


MOSSBERG 


ALL STEEL WRENCHES AND TOOLS 


A Business—Building Line 


HE dealer who sells Mossberg Tools not only makes a good 
profit—he gets a quick turnover on his stock and builds up 
his trade through satisfied customers. 


The completeness of the Mossberg line makes the possibility of a sale 
greater. There is a wrench or tool for every purpose. 


The garage man, the motorist, the expert 
mechanic, each with his individual require- 
ments, may find the right wrench among 
your Mossberg stock. 


The Mossberg reputation for strength and 
service helps you to make your sales — it 
builds your business. 


Write for complete 1921 catalog. 


WALTER I. TUTTLE, President and Gen’l Manager 
FRANK T. CHASE, Treasurer and Sales Manager. 
EVERETT L. FORD, Secretary and Superintendent. 


Branch Offices 


Chicago, Ill., 180 N. Market St. 
San Francisco, Cal., 626 Underwood Bldg. 
Los Angeles, Cal., 508 Equitable Bldg. 4a 
Seattle, Wash., 214 Maritime Bldg. 
“L” Salesman Assortment Dallas, Texas, 1129 No, Beckley Ave. ™ No. 2400 Salesman con- 
of Mossberg Indestructible Atlanta, Ge. SAS-O1G Cheeibes of Commerce Bidp. ii a tains 70 Speed Brace 
Foreign Sales Office, 31-475 Eighth Ave., New York City. P : 
SHS SOSES Wreenen, Montreal, Que., Drummond Bldg. , Wrenches 





WRENCHSIIIIEE FOR 20 YEARS 
LAMB SUERC STREET 
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and of Your Business 
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building boom will break. The {« 

best opinion seems to be that it will : —— 
begin in the early spring. When 
it gets under way, you may be sure 
that Millers Falls Tools will be 
needed and in demand throughout 
the entire country. 





You should prepare for this period 
of building activity by carefully 


— a stock now. By ILLE R 

inating slowly moving lines, Mi 

and concentrating your efforts : P 

rw yg ang a, vs ng ati S FALLS COM AN Y 
e illers Falls Tools, y ER 

Set ee or ee S FALLS, MASSACHUSETTS 

stock and increase your volume Founded in 1870 


of turnover. 
Manufacturers of “Millers Falls’ and “Universal” Hack Saw Blades 
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Mr. Dealer 


If you do not have your 
copy of the Rees Jack, 1921 
Sales Campaign Booklet, 


send for it at once. 


HARDWARE AGE 





The Jack That Makes 


Deliveries Sure 


A heavy truck—tons of merchandise—a rain-soaked 
stretch of road. The motor holds nobly to its task, the 
wheels spin—but do not grip. Valuable minutes are 


being lost. 


Here’s where a jack helps—but it must be easy to place, 
and quick of operation. That's the Rees Jack. In no 
time it is under the axle; a few light strokes of the han- 
dle put the truck on the solid road. 


The double-worm-gear drive of the Rees Jack is the most 
powerful lifting unit ever used in a jack—the ratchet 
lever handle swings as far as space permits, not just a 
notch at a time. 


The Rees has made big profits for the men who distribute 
it, for never has another jack been accorded such a quick 
and wide acceptance. Just show it at work 

and it’s sold. 


Packards, Whites and Pierce-Arrow trucks 
all carry it as standard equipment, because 
it’s the jack that helps when minutes 
count. 


.. 


nn CAL o Dg 


Exclusive Manufacturers 


Iron City Products Co. 


Dept. 18 


7501 Thomas Blvd. Only four working parts 


make the Rees 


Jack 


Pittsburgh, Pa. quick, easy, strong. 
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KANT KINK TO 


You can sell “Kant Kink” Towline to half the Car Owners in your dis- 
trict, Mr. Dealer—and we say it without exaggeration. 


Poor roads are everywhere, and in Winter and Spring they are especially 
bad. Any car is apt to become stalled—and every car needs some sort of 
a towline. 


‘ 


Manila rope is bulky, and most steel cables are stiff and difficult to attach 

to cars. But “Kant Kink” line is limber as a rawhide lariat—it coils 

easily into very small spaces—and every towline is provided with well- 
wrapped eyelet terminals, and a manila sling at each end. 

TIRE The Pliability, Strength and Workman-like Finish of these excep- 

LOCK _ tional towlines will make a strong appeal to your customers. Every 


car owner needs one, and your sales are limited only by the number 
of customers you can put the proposition up to fairly. 





Dealers have made Big Profits on “Kant Kink” Towlines, and also on 
our Edstrom Steel-Cable Tire Locks—for both sell vigorously and 
prices are attractive. 


Get in touch with us at once, and learn the details of our dealers’ propo- 
sition. 
EDSTROM MACHINERY CO., Cary (near Chicago), Illinois 
Manufacturers of the Edstrom Wire Winding and Wrapping Machine. We Do All Kinds of 


Terminal Winding and Wire Wrapping. 
JESSOP & THOMPSON, 1421 South Michigan Ave., Chicago, Ill. Sales Department 

















